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~ Niohers of 
THE WORLD'S HIGHEST GRADE IGNITION 
STARTING AND LIGHTING 


NFAILING confidence char- 

acterizes the attitude of 
every owner whose motor car is 
ATWATER KENT EqQurppep. Its 
dependable performance, day in 
and day out, has brought to him 
a new realization of motor car 
efficiency;—a new meaning to 
the words, “sturdiness,” “power,” 
and “flexibility.” 


ATWATER KENT Merc. ComPpaANy 
4949 STENTON AVENUE 
PHILADELPHIA, PA. 
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—_—— alertness, increased power output, higher 
speeds and finer flexibility are now established as the 
standards of Ricardo Ell Head engine performance. In 
a very definite degree they bring to purchasers of motor 
vehicles an answer to a demand that grows more insistent 
every day. Those manufacturers and dealers who can point 
to this feature—the Ricarde Ell Head Engine—on their im- 
portant list of specifications, and speak of the unrivaled low 
cost of operation coincident with it, will naturally realize 
unusual advantages in their sales effort. 


WAUKESHA MOTOR CO. 
Engine Builders 
WAUKESHA, WISCONSIN 
NEW YORK, N. Y. 
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Are Y early Models on the Way Out? 


Many dealers believe they ought to be. Manufacturers disagree 
among themselves, but some think retailers are right. 
Best tume for announcements being debated. 


By Norman G. Shidle 


HE yearly car model again has been called be- 
[ior the bar of merchandising judgment. An- 

nual changes, which have been common with 
most companies for years, has been questioned many 
times in the past and has came to the front with spe- 
cial prominence this year because of the peculiar 
dealer sales and inventory condition which existed in 
the first six months. However the question is to be 
answered eventually, a few vital facts can be set down 
at once which may serve to clear the somewhat foggy 
atmosphere that has surrounded some parts of the 
discussion. 

To begin with, nobody wants manufacturers to re- 
frain from making mechanical improvements in de- 
sign. It is the merchandising rather than the engi- 
heering aspects of the situation which have been 
causing trouble. Everybody is agreed that competi- 
tion makes it necessary for cars to be improved con- 
stantly, but opponents of the yearly model idea point 
out that engineering development does not necessa- 
rily coincide with the calendar. It is generally agreed 
that further advances in design are to be expected 
from time to time. The only question is as to the 
time and manner of making them. 


HE obvious purpose of introducing a new model at 
any time is to stimulate sales. Probably for that 
reason the early fall used to be the time of most an- 
houncements in the past. Competition for the lime- 
light has caused the time gradually to be shifted for- 
Ward, however, until new models often are brought 
out before the end of the spring sales season. 
One manufacturer, for example, who says that he 
Would like to see the new model idea abolished, made 





his announcement very early this season. Last year, 
he says, his company failed to bring out a new model 
until fall. In the meantime their competitors all 
were in the market with something new and their 
dealers were daily hounding the factory to get out 
something to furnish new talking points. This year 
they decided not to be caught napping again. So 
they got set beforehand and beat the gun. 


OME people who believe in the usefulness of the 

new model as a sales stimulant think that it would 
do a lot more good at show time in January than in 
the middle of the summer. Their contention is that 
sales almost always are slack in the winter and that 
they can be boosted only by giving to the national 
shows the greatest possible merchandising “kick.” 
Much of the interest is taken away from the shows, 
they point out, when most of the new models have 
been announced before their opening. Others favor 
July 1 as the announcement date. 

Granting the usefulness of new models, for the 
moment, the announcement time should be considered 
in the light of business conditions to a greater extent 
than in the past. It has been customary to think of 
sales going up or down according to seasons of the 
year, when, as a matter of fact, the actual number of 
cars put into the hands of the public is determined 
far more by general economic conditions than by the 
usual seasonal variations. This fact has not been 
recognized very fully in choosing the time for new car 
announcements. 

Often, for example, car manufacturers have 
brought out a really new line in a year when sales 
were going along well and when the business situa- 
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tion in general was on the up grade. The following they serve to attract attention to the car, whether 
year, perhaps, business fell off and a period of de- they are of much engineering importance or not. On c0 
pression existed. Then these same manufacturers the other hand, they eenter public interest on the new 
have had nothing special to announce, when some model to the detriment of the old. Even though the 














I 
radically new developments might have helped ma- dealer knows that the old car is every bit as good and -F 
terially to strengthen a weak sales situation. Some as modern as the new, he can’t convince his prospects A 
real study might be given profitably to this phase of of that fact and is almost certain to take a loss on is 
the new car announcement problem. It is an argu-_ stocks of the old type which he has on his salesroom sit 
ment against bringing out a new model on a specified _ floor. th 
date, of course, that the manufacturer cannot be sure Opinion among distributors, dealers and equipment 
that sales will need stimulating every year about the jobbers is apparently quite decidedly opposed to the 
same -time. yearly model idea. This attitude was developed in a 
; survey conducted by Motor World, a Class Journal be 
Reasons Against Yearly Models Co. dealer publication. Letters received from hun- in 
The case against the yearly model idea involves the dreds of dealers in all parts of the country indicate wl 
following claims: a well-nigh universal desire on the part of retailers de 
1. The new model makes obsolete the old one, thus and wholesalers for a discontinuance of the present ha 
‘ie > practice. The strength with which this opinion is bu 
rendering it difficult for dealers to sell stocks of oxpressed varies with the personality and the particu- mi 
cars left on their hands, except by making unprof- jay experiences of the writer, but the general con- th 
itable trades. clusion is very much the same in almost every in- as 
‘ 2. News of the new model always gets out before the stance. “We are in favor of improvements, but 
actual announcement, so that the dealer always has_ would like to see the yearly model discontinued” is of 
trouble disposing of current stocks despite secrecy the chorus of the song they sing. tal 
about the new line on the part of the factory. ae , m¢ 
3. Change in models usually means changes in parts Opinions Vary Widely pr 

design. Consequently the dealer is burdened with A dealer for one large selling line expresses an 
heavy parts inventories which otherwise he would opinion which is typical of the conservative thinking J yj 
not have to carry. group among retailers when he says: in 
4. Change in design often makes it necessary for the “We dealers would indeed appreciate it if the auto- J if 
‘dealer to scrap tools and shop equipment and re- ™obile manufacturers, particularly those whom we § i 
place it with equipment suited to the new line. represent, would be more conservative in making § no 
model changes from time to time. Such changes ad 
create an additional expense to everyone concerned.” nu 
A fair sample of some of the more vituperative ex- ha 

EW arguments for and against the year- pressions reads: 
ly model are not numerous in 1924. “Why ask what we think about new models.” You lov 
The question has been debated pro and con ‘ought to know. There never has been a worse de- de 
for a good many years. The poor selling lusion perpetrated upon the buying public than the we 
senson experienced this Spring, however, has new model stuff of the last few years. . . . Every- ne 
eae new vitality to this important issue one is suffering and very shortly the factory is going §— re 
and retailers particularly are expressing 0 

their views more strongly than ever before. to suffer most of all. . . . F CO 
This cuticle autsmenstuns tie. aettion ao it Between these two extremes are all degrees of opin- sig 
exists today and points out that many peo- ion, but the general trend is very much the same. cal 
ple in the trade are opposed to the yearly One point does stand out, however. th 
model idea. fic 
January 1st Announcements Urged ms 
Many dealers feel that if new models are to be con- ing 


5. While new models stimulate sales after they come pee y ogee < come out about oe _ be . 
out, the public tends to refrain from buying for a ae 2 Seas See © 7 


: . . 4s time would provide sales stimulus when it is most 
considerable period while awaiting announcements. likely to be needed, would excite greater interest: th 
6. The car owner who has bought an old model is 


eciali: Minediieiiin i aidhe del sities the shows and would benefit both dealers and manu- va 
issatisfied when a new model, particularly facturers more than does the announcement of new ap 
one which differs radically in appearance from jings at various times during the spring, summer and is. 
the old, is brought out. fall. The Chicago dealers’ association, on the other pr 
In the case of a good many announcements, of hand, has urged in a letter to the N. A. C. C. that an- bo 
course, the question may quite justly be asked, “What nouncement be made on July 1. de 
constitutes a new model?” The opinion of manufacturers in general is no tio 


Time and again a big publicity campaign has pre- identical with that found among the retailers 4 
ceded the announcement of a few changes of minor might be expected. Many of the factory men see 
importance, so far as performance is concerned, while the new model a very real stimulus to sales; while 7 
quite frequently the chief change is one of body lines. certain makers point out, with much truth, that de 


Alterations of this kind cut two ways. It is true that sign changes are the things which have made it pos ne 
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sible for them to gain and to hold a place in a highly 
competitive market. 


As one car builder said the other day, ‘Why should - 


anybody buy the car I make except for the fact that 
| have certain features that he can’t get elsewhere? 
And the only way I can hold my place for some years 
is to keep always a little way ahead of the proces- 
sion. If I failed to do this my dealers wouldn’t find 
their business nearly so profitable as it is today.” 


Manufacturers Disagree 


While the opinion of manufacturers in general may 
be said to favor a continuance of new models—and 
in some cases of yearly models—there are many 
whose views coincide more or less with those of their 
dealers. One company for several years, of course, 
has made great capital of the “constant improvement 
but no yearly models” idea. Four or five others, as a 
matter of fact, already are operating on very much 
the same principle. The practice is not so unusual 
as might appear at first glance. 

Several other companies favor the discontinuance 
of yearly models, but feel that they cannot afford to 
take a stand alone on this question so long. as their 
more powerful competitors adhere to the present 
practice. 

In addition to the executive quoted earlier, the 
vice-president of a company which is very similar 
in many respects, says: “It would be a good thing 
if the custom of bringing out yearly models could be 
discontinued. If it isn’t, the concentration of an- 
nouncements around Jan. 1 would be a real step in 
advance. Our company did get away from the an- 
nual model a few years ago, but lately competition 
has driven us to start the practice all over again.” 

One big distributer sums up the situation as fol- 
lows: “The present condition of the automobile in- 
dustry is not directly attributable either to the 
weether or to the fact that general conditions of busi- 
ness throughout the country are below normal. The 
real, direct and underlying cause of the deplorable 
condition of the automotive sales field is the short- 
sighted policy followed by the producers of motor 
tars and either willingly or unwillingly pursued by 
the dealers. The policy referred to is that of arti- 
ficial sales stimulation, which creates an artificial 
market for new cars, thereby not only increas- 
ing the stock of used cars thrown upon the market, 
but robbing the used car market of a substantial per- 
centage of its rightful customers. 

“Naturally this policy drives the market value of 
the used car to a point ridiculously below its intrinsic 
Value, ultimately bringing up such a resistance to the 
appraisal offered that the prospective new car buyer 
is forced to drive his used car rather than accept the 
price he is offered for it in trade. This acts as a 

merang, resulting in loss of business both to the 
dealer and the manufacturer, and that is the condi- 
tion we are now in. 


New Models Only an Incident 


_“The methods which have created this condition 
Include not only the unwise frequent introduction of 
hew models, but the helter skelter scramble for record 
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production with the attendant results of artificial low 


: prices on the product and an unwise pushing of the 


dealer for sales. In turn the dealer must pursue un- 
wise sales methods in order to unload the volume of 
merchandise which has been forced upon him. 

“Thus the vicious circle proceeds. 

“The introduction of new models, therefore, is only 
an incident, while the used car is the really important 
item which determines whether or not the automobile 
business can proceed in an orderly fashion. 

“Tt must be admitted that the very rapid expansion 
of the motor car market is at an end and we are now 
in the transitional period? which will take us to the . 
period in the industry where practically all of the 
sales: will be replacements. The dealer and the fac- 
tory, therefore, must take cognizance of the law of 
supply and demand, not only as it applies to the new 


a 
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URRENT ‘“Spinion on yearly models 

may -be summed: up briefly as follows: 

Most dealers and distributors seem to be 
opposed to yearly models. = 

Manufacturers favor them in sore cases 
and oppose them in others. 

A fairly strong feeling exists in both 
groups that, if new models are to be 
brought out every year, January Ist is the 
best time for the announcements to be 
made. 











car sale, but as it applies to the used car sale. An 
artificial stimulation of new car sales quite naturally 
increases the supply of used cars thrown on the mar- 
ket and just as naturally, as referred to above, de- 
crease the possibility of used car sales.” 

It is important that a distinction be preserved be- 
tween the terms “new model” and “yearly model” in 
any discussion of this important question. They have 
been confused sometimes in the past. One may quite 
conceivably be violently opposed to the introduction 
of a new line every year without objecting in the 
slightest to the bringing out of a really new design 
when progress in engineering development or the 
merchandising needs of a particular situation make 
it advisable. 

Current opinion on yearly models may be summed 
up briefly as follows: 


Most dealers and distributors seem to be op- 
posed to yearly models. 

Manufacturers favor them in some cases and 
oppose them in others. 

A fairly strong feeling exists in both groups 
that, if new models are to be brought out every 
year, Jan. 1 is the best time for announcements 
to be made. 

New models have been under fire for a good many 
years and the whole story hasn’t been told yet. 
There’s something to be said on both sides of the 
question, as is the case with all merchandising prob- 
lems. The evidence to date leans strongly toward a 
change in present practice. 
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Side view of Sterling Dolphin engine, the same general design as used on railcar 


Railear Maintains Steam Train Schedule 
in Four Month Test 


Powerful car built by National Steel Car Co. operates on the main 


line between Hamilton and Toronto, Canada. 


Drives 


through mechanical gearing to one axle of each truck. 


HE Canadian National Railways with their numerous 

branch lines long felt the need for a unit car which 
could be operated to better advantage over branch lines 
than the customary train with locomotive, tender and 
coaches, requiring a full train crew, and something over a 
year ago they requested the National Steel Car Co. of 
Hamilton, Ont., to draw up a proposal for such a car. 

None of the designs of motor cars tried out on the 
railroads in previous years was considered capable of 
giving satisfactory service and of withstanding the severe 
Canadian winters. The National Steel Car Co. seemed to 
be particularly fitted to undertake this development work 
because, in addition to building railroad cars of every 
kind, it is engaged in the manufacture of motor trucks. 

After studying the various gasoline railcars that had 
been built previously and consulting with engineers en- 
gaged in this line of work, the engineers of the company 
undertook the designing of an unusually powerful and 
speedy railcar. This car was built and placed in operation 
on the main line between Hamilton and Toronto, replac- 
ing a steam train. 

During a test period of four months, in spite of various 
handicaps such as running only before daylight and after 
dark, the car proved entirely satisfactory and capable of 
maintaining the schedule originally set for the steam 
train. There were only two instances of failure to adhere 


to the schedule, one being due to a broken starter spring 
and the other to leaks in the cooling system resulting 





from the use of tubing which did not conform to specifica- 
tions. These defects were both of a minor nature and 
easily remedied. 

The car was designed primarily for carrying passengers, 
with baggage as a secondary consideration. It is of all 
steel construction and has a total length of 55 ft. 91% in; 
a width of 8 ft. 9 in. and a floor height above the rails 
of 3 ft. 95g in. The interior is divided into two compart- 
ments, the passenger compartment, which is 31 ft. 2 in. 
long, containing plush covered seats for 44 passengers 
while the baggage compartment (or smoking room), 15 
ft. 2 in. long has collapsible seats for 12 additional passet- 
gers. Each of the twenty-two seats in the passenger com: 
partment is placea at a window which may be raised 0 
summer but is fitted with a storm sash in winter. 

Four-wheel pedestal trucks with 36 in. wheels are eM- 
ployed. The engine and clutch are carried on a subframe 
supported on the car center sills by three point suspension. 
Frame, engine and clutch form a unit which can be re 
moved from the car by sliding it toward one end. 

The engine used on this car is the Sterling six cylinder 
Dolphin of 534 in. bore and 634 in. stroke (1051.6 cu. m2 
displacement). It develops a torque of just below 800 lb- 
ft. over a considerable range in speed and the horse power 
output is 116 at 800 r.p.m.; 144 at 1000 r.p.m. and 225 
at 1600 r.p.m. 

Valves are located in the head, two inlet and two exhaust 
valves being used per cylinder. They are operated through 
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push rods and tappet levers from a camshaft located in the 
crankcase. The water jacket extends all around the valve 
seats and the latter therefore are very effectively cooled. 

The cylinders are cast in pairs and the water jackets 
extend down as far as the cylinder flange. The skirt is 
made to extend some distance into the crankcase in order 
to give the best possible guidance to the pistons. The 
chrome nickel steel crank shaft is supported in four main 
bearings. Balance weights are applied to the crank and 
it is placed in dynamic as well as in static balance. All 
bearings are carried in the upper part of the crankcase 
and are provided with drop forged steel caps. Babbitt 
metal is poured into the bearings and caps and the bear- 
ings are line reamed. 

Aluminum pistons are used and connect the crankshaft 
through connecting rods of liberal length (14 in.). Crank- 
pin bearings, which are of the bronze backed, babbitt-lined 
type, are 212 in. in diameter by 31% in. long. Four bolts 
are used to hold on the connecting rod and main bearing 
caps. 

Lubrication is by the pressure feed system to all main 
bearings, connecting rod bearings, timing gears and valve 
rockers. A pump located on the side of the crankcase at 
the timing gear end draws the oil up from the crankcase 
sump and discharges through the top of the crankcase into 
a filter located above the pump. From the filter the oil 
returns to the crankcase, passing through the distributing 
line to the various bearings. The cylinders are lubricated 
by spray and the oil returns to the sump by gravity. 

The operating supply is carried in a sump formed in 
the lower part of the crankcase and is sufficient to fill the 
engine oiling system. This oil will operate the engine 
for several hours. In order to keep the sump filled, a 
fresh oil supply pump feeds oil to the engine at the rate it 
isconsumed. The quantity of oil in the engine is shown 
by an indicator at the timing gear end. 

The oil passes through a strainer before entering the 
pump and after leaving the pump it passes through an 
outside filter. This filter, which is of a two compartment 
type to obtain sufficient filtering surface, is surrounded 
by a water jacket within which there is a coil of pipe 
through which the oil is passed in order to cool it. 

Ordinarily the oii pressure is carried at from 25 to 40 
lb, per sq. in. pressure, when the engine is operating under 
considerable load, but when it is throttled the vacuum in 
the inlet manifold acts on a piston which acts on the oil 
pressure relief valve through a spring in such a way that 
the pressure is maintained at a lower value. 


r 


RAILCAR MAINTAINS TRAIN SCHEDULE 





View of sectioned cylinders with pistons in place 


In order to constantly replenish the supply of oil in the 
engine a fresh oil feed pump is mounted on top of the 
crankcase at the flywheel end. This pump has an adjust- 
able stroke so that the proper amount of oil can be pumped 
into the engine to keep the level in the sump constant. 
The oil is pumped from an outside oil tank through a sight- 
feed on the instrument board. 

The carbureter used is a Stromberg and the electrical 
equipment includes a 12 volt ignition system and a 32 volt 
system for interior lighting and head and marker lamps. 
The latter voltage is also applied to the engine starter. 
A generator of standard size is direct-driven from the 
engine and supplies current to two batteries carried under- 
neath the car. 

Gasoline is carried in a tank arranged under the car 





Top view of cylinder head 





Bottom view of cylinder head 
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Front elevation and half section of Sterling 
Dolphin engine 


and enough can be stored for a 300 mile run. The gasoline 
mileage obtained is 314 miles to the gallon for a total 
weight of 66,400 Ib., which corresponds to 116 ton-miles 
per gallon. 

Transmitting as much as 200 hp. the driving wheels are 
a problem involving considerable difficulty, but which is 
said to have been solved satisfactorily. 
The drive is through the trailing axle 
of the leading truck and the leading 
axle of the trailing truck. Power is 
transmitted to these axles through 
propeller shafts with universal joints 
and through enclosed bevel gearing. 
When the traction required is small 
the drive to the front axle can be dis- 
connected by means of a lever. 

The clutch is of the multiple disk 
in oil type (Hele Shaw) and the 
transmission is of the progressive 
type giving four speeds in the for- 
ward and three in the reverse direc- 
tion. There is one lever by means of 
which the speed can be increased by 
moving it forward, and a separate 
lever is provided for reversing. Be- 
fore gears are shifted the clutch is 
disengaged by a pedal. 

The operator from his cushioned seat in the forward or 
baggage compartment has a clear view of the road ahead. 
He is kept informed regarding the operation of the units 
by a number of instruments indicating the current flow, 
air pressure, oil pressure and cooling water temperature. 
A tachometer is also fitted giving the engine speed in 
r.p.m. and car speed in miles per hour. The engine gov- 
ernor is set at 1400 r.p.m., which corresponds to 50 m.p.h. 


Railcar built by National Steel Car Co. for Canadian National Railways 
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A still higher car speed might be obtained by setting 
the engine governor for a higher speed, but this is eon. 
sidered unnecessary. On a recent occasion the car wag 
chartered for a special party and made the run from 
Hamilton to Toronto, a distance of thirty-nine miles, jn 
one hour and three minutes, whereas the best train time 
for the run with the same number of stops is one hour 
and seven minutes. 


Special Heating System Used 


While the exhaust from the engine might be used for 
heating the car, this would not suffice in winter time and 
therefore a Peter Smith heating system was installed, 
Special attention was given to heat insulation, which 
increased the weight of the car considerably, but it per- 
mits of keeping the car comfortable even in severe weather, 

Between the passenger and baggage compartments 
(which latter serves also as a smoking room) there ig a 
partition which shuts out the noise of the engine and other 
parts operating under the hood from the passenger com- 
partment. 

Absence of noise and freedom of vibration in the 
passenger compartment are essential in a motor railcar, 
and we are informed that the riding qualities of this car 
are equal to those of a Pullman, with no other noise, when 
the car is running in direct drive, than that from the rail 
joints. When running on one of the lower gears there is 
a slight hum from.the gears, but this is said to be at no 
time sufficient to be called objectionable. In the engineers 
compartment there is a constant humming from the ex- 
haust and the muffler, but it is believed that this could be 
eliminated by placing the muffler outside the car. 

The Westinghouse air brake system is fitted. A com- 
pressor is driven from the transmission and a constant 
supply of compressed air is carried in tanks. The trucks 


are fitted with clasp brakes and they may also be stopped 
by means of a hand brake located close to the operator. 

Adjustments and improvements are still being made to 
increase the efficiency of the car, and representatives of 
the builders take rides in it at intervals to see that every- 
thing is working satisfactorily and that the car is being 
handled in the best way. 





a 


I‘ all probability Europe will race next year with 122 
cu. in. cars having a minimum weight limit of 1433 1b. 
A meeting te decide on the racing policy will be held 
Paris in October, and although there is a current 0 
opinion in favor of dropping to 91 in., the majority see” 
to be of the opinion that the existing rule should be mall 
tained for the present at least, certainly for another yea! 
and possibly longer. 
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Willys-Knight Adds 


and Increases Engine Torque 


Lanchester Balancer 


Unbalanced rotating weights. located in bottom of crankcase 
compensate for secondary unbalanced forces on reciprocating 
masses. Valve timing changed and compression increased. 


By Donald Blanchard 


LL Willys Knight engines are now being equipped 

with Lanchester balancers which automatically 
neutralize the unbalanced forces present in a four cylinder 
powerplant thus reducing vibrations caused by reciprocat- 
ing parts to a minimum. The device is being installed 
by an arrangement with its inventor, Dr. F. W. Lan- 
chester, a well known British engineer. The performance 
of the car has been further improved by changes in the 


valve timing and compression, which have increased the 
torque of the engine at low speeds, with the result that 
the car accelerates more rapidly. 

Semi-balloon tires have been made regular ousipment 
on all models. On the open cars, the tire size is 33 x 4.95 
in., and on the closed 33 x 5.77. Full balloon equipment, 
consisting of five 32 x 6.20 in. tires and five disk wheels 
is offered as an option at an additional cost of $100 on 
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Willys-Knight engine with Lanchester balancer-assembly and detail views 
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Two cross-sectional views of Willys-Knight engine 


the standard open models and of $80 on all others. Prices 
as given in AUTOMOTIVE INDUSTRIES of August 14 include 
the new tire and balancer equipment. 

The balancer is mounted in a malleable iron frame which 
is supported from the crankcase web carrying the center 
main bearing. It consists of two cylinders mounted side 
by side, with their axes at right angles to the crankshaft. 
These cylinders are 3 in. in diameter and 3 in. in length, 
approximately; they are fitted with bronze bushings and 
are free to rotate on shafts which are supported in the 
balancer frame at both ends. On the surface of each 
cylinder is @yt a helical gear with a face width of 1% in. 
These gears mesh with each other and, consequently, «uen 
one cylinder revolves, the other turns in the opposite direc- 
tion. Three holes are drilled through each cylinder. 

One of the balancer cylinder gears meshes with and is 
driven by a bronze, helically cut ring gear about 7% in. 
in diameter. Four cap screws and two dowels secure this 
gear to the short crank arm between the center main 
bearing and No. 3 crankpin, an extension being forged on 
the inner end of this arm to provide the necessary diam- 
eter. The ring gear has twice as many teeth as the 
cylinder gears, so that the latter rotate at twice crank- 
shaft speed. The rotation of the balancer cylinders is 


WILLYS-KNIGHT USING LANCHESTER BALANCER 
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timed so that their heavy sides are vertically downward 
each time the pistons are in the dead center position. 

Pressure lubrication is provided for the balancer cylin- 
der bearings. The oil enters the balancer frame on the 
left side and is conducted through holes drilled in this 
casting to the balancer shafts which are hollow for a por- 
tion of their length. Radial holes in the shaft admit the 
lubricant to the bearings. The gears are lubricated by 
pick-up of oil trapped in the trough formed by the bottom 
of the balancer frame. A pressed steel cover is provided 
for these gears to prevent their slinging oil. For a similar 
purpose, a baffle is cast integral with the central crank- 
case web which catches oil thrown off the ring gear. 

The balancer equipment adds about 18 lb. to the weight 

The location and size of the ports in the valve sleeves 
have been altered, with the result that the ports have 4 
Jarger maximum opening. These changes have also 
affected the timing so that the maximum port opening now 
comes more nearly at the point of maximum piston sp 
The compression ratio has also been increased by a redut- 
tion in the clearance space from 22.2 to 21.5 per cent of the 
total cylinder volume. The net result of these changes has 
been to improve the torque characteristics of the engilé 
at low speeds. 
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Showing the backs of pages from the Ford Buyer’s Coupon Book, the new form of five dollar a week 
plan which either the finance company or dealers may sell 


How the New Ford Five-Dollar-a-Week Plan 
Is Going to Work 


Single finance company becomes central depository for all funds 


paid in, and can solicit enrollments. 


It is believed that this 


plan will keep Ford Co. from two to five months ahead on orders. 


By D. M. McDonald 


HE new method of selling the Ford weekly payment 

plan to prospective car purchasers, and of systematiz- 
ing the collections and follow-up work incidental to the 
plan, is now on trial in the Detroit branch district. If 
successful, the plan will be extended to every branch dis- 
trict in the country. 

Though working with dealers in obtaining enrollments, 
the new plan sets up a sales movement independent of 
dealers, whereby Motor Buyers, Inc., a Detroit car 
financing organization, is privileged to sell the weekly 
payment plan direct to car buyers, for which it receives 
42 per cent commission on the delivery of the car. 

s Under the plan the work of the dealer and his sales- 
men in selling enrollments is greatly simplified. They 

‘imply sell the prospect a specially devised payment book 
fr which he makes an original payment of $5 and makes 
subsequent payments through any bank whatsoever co- 
operating. under the plan. 

The finance company figures in the plan in several ways. 
Primarily it becomes the central depository for all funds 
Mid from enrollments. The banks receive a 1 per cent 
tillection fee. The finance company pays this and also 
bays 4 per cent to depositors. It has the use of this 
honey for its financing of sales thereby relieving it from 
the necessity of borrowing from banks. 

Selling enrollments itself, the finance company receives 

ber cent commission from the dealer on the delivery of 
the car, Selling its books to dealers for them in turn to 

* to prospective buyers, the finance company receives 
* for each book. This about covers the cost of prepar- 
ig the book and the cost of the collection and follow-up 
‘tk which is part of the service. 

nder the revised plan all weekly payment accounts are 

y the hands of Motor Buyers, Inc. Each enrollment is 
sted there under a separate folio and all payments are 

ited as received. Those falling behind in payments 

t checked up and urged to resume. A regular cam- 


paign is designed to keep subscribers interested in com- 
pleting their payments and to solicit them to sell their 
friends. 

The plans has the advantage to the Ford company of 
centralizing responsibility for enrollments. Under the 
original plan it was difficult to keep up a steady enroll- 
ment effort, as this was entirely in the hands of dealers 
who had many other things to do. Formerly a dealer 
had to follow up each enrollment when payments fell be- 
hind, upon notification by the bank where individual 
weekly payment accounts were kept. 

Under the new plan each bank keeps only one account; 
that with Motor Buyers. All payments are credited to 
this account. The bank simply forwards all stubs from 
the regular payment books to Motor Buyers, which keeps 
the individual accounts, and assumes responsibility for 
payments being maintained. Where a dealer may be 
specially interested in certain phases of his own personal 
accounts, the finance company will cooperate. 

With the plan operating on a national scale, the finance 
company is of the opinion that it will be possible to keep 
the factory from two to five months ahead on orders. It 
has been working on the plan for a considerable period 
of time and it was introduced at the recent annual con- 
vention of Ford branch managers, when it was deter- 
mined to try it out first in the Detroit district. The 
plan has the complete indorsement of the Ford company 
and received its first public announcement last week. 

The book used under the plan is called “Ford Buyer’s 
Coupon Book.” It is about the size of a pocket check 
book and contains 40 coupons and stubs, each represent- 
ing a $5 payment. Essentially it is for the accumulation 
of a down payment on any Ford model rather than for 
accumulating a complete purchase price. They are sold 
for the first payment of $5 by the dealer, by the finance 
company or the salesmen of either. 

‘The buyer of a book is immediately enrolled under the 
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payment plan, detachable leaves in the front being mailed 
in, bearing the names of the buyer and the person selling. 
The first payment is receipted for on the first payment 
stub and the coupon and money mailed to Motor Buyers. 
The remaining 39 payments may be made in any bank. 
Weekly payments are urged—otherwise as frequently as 
possible. In every case each payment must be $5 as 
each coupon is for that amount. The books are numbered 
separately and all records are kept entirely by number. 
The finance company reports each book sold to the 
branch manager, and when car delivery is made it re- 
ceives its commission of 2 per cent. When the down 
payment is completed the buyer may take delivery from 
any dealer he desires. Nominally he would take delivery 
from the dealer or salesman 
selling him the book, where the 
sale has been made by a dealer. 
Where the sale has_ been 
through the finance company, 
he may select any dealer he 
prefers. He simply presents his 
book in either case to the deal- 
er, is credited with the amount 
set forth as a down payment, 
arranges for his remaining pay- 
ments, and receives his car. 
To the Ford dealer and sales- 
man, the most important part of 
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localities, and the cooperation of dealer and bankers, 
Some changes may have to be made following its trigj 
here, but if it is nationalized it will be substantially as 
outlined above. 

The plans are such that Motor Buyers, Inc., can speedily 
open branch offices in all cities in which Ford branches are 
located. The work of acquainting dealers and banks can be 
accomplished quickly and with their cooperation the plan 
can be set in motion within a short time. At present 
practically all Ford dealers in the Detroit district are eo. 
operating and the others are rapidly coming in, and 
bankers appear to like the revised plan better than the 
former one though it is still in the experimental stage. 

In the first few hours following the announcement of 
the plan in Sunday newspapers, 
the officers of the company 
were visited by many persons 
with newspaper coupons seek- 
ing to open accounts. These 
first ads with reply coupons 
were signed by Motor Buyers, 
necessitating the opening of ac- 
counts with this company, 
Similar ads run by dealers in 
cities in which the company 
had no offices would give di- 
rect results to dealers. 

The plan of selling enroll- 





fle. 





the new plan, probably, is that 





ments by Motor Buyers itself is 








COUPON No. 3 
RECEIVED $5.00 


the book gives him a much 
easier approach to prospects. 
There is no effort required, Mo- 
tor Buyers indicates, to ap- 
proach any person, present the 
book and declare that they are 
seeking to sell the prospect a 
Ford car under this payment 
plan. The book itself will get 
the interest of the buyer and 
hold it long enough to let the 


To be depovited to the account 
of the Motor Buyers, inc. 


20 


TOTAL PAYMENT: 
savincs *15-9° 











COUPON No. 3 


PAYMENT- 
SAVINGS %5-90 


|| Fora 


THIS DEPOSIT IS MADE AS A PAY- 
MENT-SAVING OW A FORD CAR OR 
TRACTOR AND THE AMOUNT TO BE 
DEPOSITED in A BANK OR TRUST 
COMPANY AS A REGULAR DEPOS- 
ITORY OF THE MOTOR BUYERS, INC., 
406 DIME BANK BLOG, DETROIT, MICH. 


(Bank Note Instructions 


20 


of an experimental nature, the 
company preferring to leave 
the actual selling to dealers. 
It will, however, be in position 
to push enrollments through 
use of its own salesmen and 
advertisements until dealers 
get into the swing. It can al- 
ways supplement the efforts of 
dealers, thus insuring the Ford 
company of a constant sales 
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salesman make his talk. 








No.C.B. 
. effort on enrollments, though 





House to house canvassing is 
brought to its most practicable 
possibilities under the plan, it 
is held. Salesmen may go from 
door to door and with the book arouse interest in the 
plan that otherwise would be impossible. Plans for 
pushing the enrollments provide for presenting the 
books at all places of contact—picnics, barber-shops, 
restaurants, street cars, or any place that people may 
congregate. 

Continued interest of book holders in their car buying 
undertaking is sought through the use of slogans on the 
back of each coupon page. Some of these read as follows: 
“Leave discomfort behind—drive away in your Ford,” 
“Vacation trips for the whole family at low cost.” “You 
will soon stop walking.” ‘Escape crowded street cars— 
own your Ford.” “Don’t change your home if you change 
you job—drive your Ford.” “Pay at your nearest bank.” 
“The great out-doors calls you in your Ford.” “Year 
around transportation at lowest cost per mile.” “Beat 
the morning time clock—don’t keep dinner waiting—get 
your Ford.” “Let the dishes wait, we'll go for a ride.” 
“Get away from home cares—drive to the movies.” “Why 
not pay $20 and get your Ford that much sooner.” The 
last slogan in the book reads: “Last Payment: Why not 
start another book now.” 

Nationalization of the plan awaits the success of the 
plan in its Detroit tryout and, that being successful, the 
consent of the Ford Motor Co. to its extension to other 


~ 


Size of page, part to be torn off when 
payment is made and the stub to be left 
in the book is shown here 


it is expected that with the 
simplified methods dealers will 
be able to give this phase of 
their work much more attention 
than formerly. 

Motor Buyers, Inc., is a new organization in name only. 
It was formerly the Finance Corporation, the president 
of which is Alonzo P. Ewing. The change in title has 
been made because the company is departing from the 
mere detail of financing car sales to selling and operating 
a financing service, C. C. Winningham is the originator 
with Mr. Ewing of the plan, all details of which art} 
copyrighted under their names. The company formerly 
handled Ford paper exclusively and the new plan 1s 4 
result of experience in this work. It will, of course, col 
tinue to finance Ford sales to owners, the weekly paymetl! 
plan being only a service in connection with it. If the 
plan is nationalized as outlined the company will receiv? 
its funds for financing car sales from every section 
the country. This would eliminate the banker as the 
source from which funds are drawn by the finance com 
pany. 

When the plan got into full operation the funds col 
lected on weekly payments would supply the capl 
necessary for financing the later time sales. Money {0 
this work drawn as under the plan would provide a much 
better arrangement, Mr. Ewing said, than where larg 
sums are borrowed by finance companies from banks 1 
the financial centers. 
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Just Among Ourselves 


Why Bootleggers Buy 
Cars—A Sales Lesson 


ERE’S a new = argument 
against making special 
changes in cars to please the 
taste of individual customers. A 
dealer in a Western town is said 
to have built up a good trade 
among bootleggers because of 
the high speed capabilities of the 
car which he sold. One day an 
unassuming little man walked 
into his salesroom and wanted to 
buy a car, but desired special re- 
duction gears in the rear axle. 
The salesman sold him the car 
with the special gears. Sudden- 
ly the bootlegging trade began to 
fall off. Investigation proved 
that the unassuming little man 
had been a prohibition enforce- 
ment officer and that his special- 
ly equipped car could easily 
catch the stock models previously 
sold to the purveyors of illicit 
liquids. Consequently the latter 
had been forced to seek elsewhere 
for a car which would enable 
them to make a safe getaway. 





Noise Is Noise 
Wherever It Comes From 


#2 =A8 axle gears, formerly 

blamed exclusively when 
noises developed in the rear end, 
are being acquitted of some of 
their apparent evil propensities 
by axle housing tests which are 
in progress at some plants. 
Some of these tests on compara- 
tively expensive axles have dem- 
onstrated that the noise arises 
from too flexible axle housings 
rather than from any inaccuracy 
in the gears or their static ad- 
justment. 


Bargain Sales Work 
in Other Industries 


STANDING up for a principle 

is mighty fine when the prin- 
ciple is a good one, but some- 
times sticktoitiveness seems mis- 
placed. Take the trading allow- 
ance, for instance. Why wouldn’t 


it be better to have out-and- 
out bargain sales to clear the 
shelves of merchandise that is 
out of date rather than persist in 
the trading allowance camou- 
flage? Certainly the bargain 
sales would help to give the pub- 
lic a better appreciation of used 
car values than it gets from be- 
ing offered for an old car about 
twice as much as the vehicle is 
worth. Maybe there are good 
reasons against the bargain sale 
and in favor of the trading 
allowance, because the latter is 
so generally used and the form- 
er so strictly tabooed. It’s worth 
thinking about, anyhow. 





What Difference Does 
It Make, After All? 


BARGAIN sales certainly 
would yield the dealer 
more profits in some cases. 
Here’s one which happened in a 
factory salesroom the other day. 
A prospective customer had 
learned by the rumor route that 
new models were to be brought 
out shortly by this particular 
company. He had no car to 
trade in. He went to the branch 
and offered to buy one of the 
present models for cash if they 
would sell it to him at a $200 
discount. The car lists some- 
where between $1,100 and $1,500. 
The branch refused to sell him 
a car on that basis. Yet officials 
of the factory admit that the 
ranch has a $200 trading allow- 
ance which this prospect would 
have obtained had he had a used 
car to trade in. Another dealer 
for a car in the same price class 
is having his salesmen and ser- 
vice men drive for two or three 
hundred miles each of the new 
cars he now has in stock so that 
he can cut the price $200 or $300 
and sell them for used cars, in 
order to clear them out before 
the appearance of a new model. 
This sort of thing does seem a 
bit like going a long way round 
the bush, doesn’t it? 





Another County Heard 
from on Trade Days Plan 


) DB p-wnermers and jobbers are 
beginning to say what they 
think about the two special trade 
days scheduled for the national 
shows next winter. In reply to 
a letter sent out by Neal G. 
Adair, M. A. M. A. show man- 
ager, telling what was planned, 
more than one-third of those re- 
ceiving the information have 
written back endorsing the idea 
heartily. Not only have many 
important dealers and distrib- 
utors said they favor the trade 
days, but they are making def- 
inite plans to be there and to 
have their accessory and service 
managers on the job as_ well. 
They feel that for the first time 
they are going to get a real 
chance to study the exhibits, talk 
to the men in the booths, and 
take away a lot of practical in- 
formation. With this favorable 
reaction coming in from the re- 
tail trade, there aren’t many 
more districts to be heard from. 
Both vehicle and parts manufac- 
turers already have expressed 
their favorable sentiments in no 
uncertain terms. It looks like “a 
good time will be had by all.” 


Faith, Hope and Charity 
in Relation to Brake Design 
heard a brief descrip- 


\ X TE 

tion of emergency brakes 
the other day that is so good we 
want to pass it on. It doesn’t 
apply to every car, of course, but 
it has a good kick just the same. 
“Emergency brakes,” said one of 
the best known engineers in the 
industry, “too often consist of a 
stick coated with nickel plating 
and a little bit of faith on the 
other end.” Thus it seems that 
the engineer’s problem basically 
is much the same as that of the 
minister of the Gospel—to in- 
crease the practical power of 
faith. Both of them have a hard 
job on their hands. N. G. S. 





















New Lavine Steering Gear Moves Wheels Faster 


September 4, 1924 


Near End of Range of Motion 


Provision made for taking up both circumferential and 


axial lost motion. 


Variable reduction ratio takes care of 


new conditons arising from adoption of low pressure tires. 


By B. M. Ikert 


HE outstanding features of the new series Lavine 
steering gears, recently brought out by the Lavine 

Gear Co., Milwaukee, may be summarized as follows: 

1—Greater leverage is obtained when the front wheels 
are turned to either extreme position than when they are 
set straight ahead. 

2—Enough leverage is available to satisfactorily han- 
dle cars equipped with large section tires. 

3—Traffic conditions make it imperative that a driver 
be able to swing a vehicle to the right or left quickly 
when necessary, and this has been given consideration. 

4—All tendency to premature wear has been guarded 
against. 

5—Lost motion in the steering wheel, as well as up 
and down freedom of the worm shaft, can be taken up. 

In general, the design of the gear follows that of the 
former Lavine steering gears, in that it comprises a 
sliding head actuated by a worm shaft. The essential 
change is that the pins supporting the trunnion blocks, 
instead of being in the inner end of the trunnion shaft, 
are now fastened directly to each half of the sliding 


head. As the trunnion shaft is turned to the extreme 
positions, the trunnion blocks are moved outward from 
the center of the trunnion shaft, increasing the leverage. 
By placing the trunnion pins in the sliding head they 
are given a straight line motion instead of an angular 
motion, as in the former type of gear. The accompany- 
ing chart shows the variation of the reduction ratio 
with the position of the sliding head. With a %-in. 
pitch worm, this ratio is 9 to 1 at the start or in the mid- 
position of the gear, and increases to 15 to 1 at the ends 
of the range of motion, when the drop arm has turned 
through an angle of 40 deg. With a %-in. pitch worm 
the ratio at the start is about 10.5 to 1 and at the finish 
17 to 1, with the same angular travel of the drop arm. 


Housing of Malleable Iron 


The housing is made of malleable iron, with the trun- 
nion shaft directly in the center. The case is easily 
assembled and can be taken apart by removing four 
bolts. The construction is such that when the trunnion 
shaft is in the normal position the end play is taken up 
or the thrust is relieved by a recess in the 
housing against the surface of which the 








trunnion bears. A change has been made 
in the size and location of the ball thrust 
bearing. Instead of the small bearing at 





the bottom of the housing, a large bear- 





























ing is now placed on the shoulder of the 
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worm shaft. This bearing, which takes 
the thrust and reduces the friction be- 
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tween the adjusting screw 
and the worm, has fifteen 
11/32 in. steel balls. The 
worm is cut with right and 
left-hand threads crossing 
each other; it turns in 
upper and lower bearings 
in the housing and 1s 
made of 1045 S. A. E. 
steel, heat-treated and 
ground. 

The trunnion blocks are 
now made with rounded 
surfaces where they el- 
gage the slots in the trun- 
nion. This has the advan- 
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ball joint action is sé 
cured, which takes care of 
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Diagram showing change in reduction ratio with position of gear 


any misalignment that 
may occur. 

Three threads on the 
sliding heads and on the 
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worm are in mesh at all times, and it is claimed that 
owing to the large bearing surfaces and equal distribu- 
tion of load on them this gear will not wear faster in the 
mid-position than at the ends. Lubrication is ef- 
tected by the action of the sliding heads, which force 
the lubricant under pressure throughout the bearing 
surfaces. 

The rest of the mechanism, including the controls, re- 
mains substantially the same. The ball arm is fastened 
to the trunnion shaft by means of a tapered and serrated 
joint and a nut. All machined and ground surfaces are 
held to very close limits. For example, the clearance 
between the curved seats of the trunnion blocks is held 
to plus 0.0005 in. and minus 0.0000. 

The chart or diagram on the opposite page shows how 
the angular motion of the drop arm varies relative to the 
motion of the sliding head, with the position of the steer- 
ing gear. When in the central position the sliding head 
moves in a tangent to a circle concentric with the drop 
arm, whereas when in the extreme position it moves in a 
line making a considerable angle with a tangent to that 
circle, and as a consequence a greater motion of the slid- 
ing head is required to effect a certain angular motion 
of the drop arm. In other words, the reduction ratio of 
the gear is then increased. 

The new steering gear is made in different sizes to 
meet the requirements of every type of motor vehicle, 
including motor buses. 


NEW LAVINE STEERING GEAR 
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Assembly and detail views of new Lavine steer- 
ing gear 


New Molding Press Which Is Said to Increase Output 


NEW machine for molding articles from plastic ma- 

terials such as bakelite, hard rubber, celluloid, 
shellac, etc., known as the Duo-Press, has been placed on 
the market by the Automatic Molding Press Co. of 
Newark, N. J. It is the invention of G. Howlett Davis 
and is reported to have undergone rigid service tests in 
one of the molding plants in the vicinity of Newark. 





An illustration of the machine is shown herewith. In 
operation, one set of molds is being separated, unloaded 
and loaded while another set is subjected to pressure and 
to the curing action, which increases the capacity as com- 
pared with simple presses. The main press, which has a 
capacity of 127 tons, is kept under pressure constantly. 

The machine is provided with an automatic turntable 
by means of which the two mold units are interchanged. 
This does away with the necessity for moving the molds 
by hand from one press or one place to another. In ad- 
dition it obviates or at least reduces the danger of damage 
to the molds while being transferred and also is claimed 
to eliminate danger of injury to the workman. 

The elements of the machine include a main press, a 
sub-press for pre-heating and pre-pressing, a mold-grip- 
ping and separating press, a tilting head, mold exposing 
mechanism, four chambered jackets adaptable to any com- 
bination of heating and cooling, means for moving the 
lower mold plate and substituting ejector pins and an 
automatic ball bearing conveyor. 

No steam valves are needed for operating the machine 
and the steam pressure required is said to be 25 per cent 
less than that usually used. An output equal to four times 
that of a simple press is claimed, provided each of the 
molds in the press has twice as many cavities as those 
used with the old style presses. 





‘aoe made at the National Physical Laboratory have 
brought out the interesting fact that certain ma- 
terials have a well defined minimum of cutting resistance 
at a certain speed. With nickel-chromium steel the re- 
sistance was found to be 36 per cent less at 20 ft. per min. 
than at 50 ft. per min. and higher speeds, but in mild 
steel this effect was barely perceptible. 
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How English Methods of Selling Automobiles 
Differ from Ours 


Practically all of the dealers in Great Britain are prepared 


to furnish any make of car. In the purchase of a new car the 


“trades in’ is all but unknown. Used cars not adealer problem. 


By Harry Tipper 


HE difference between the automotive trade in 

Great Britain and the United States is well illus- 
trated by the methods used in retailing automobiles and 
the dissimilarity in the policy of general marketing. 

It is necessary to have in mind in this connection the 
fact that in a country of over 40,000,000 people the motor 
car sales are less than 100,000 in a year. Great Britain 
is very small and somewhat crowded, inasmuch as a 
population almost half that of the United States is con- 
tained in an area somewhat less than that of New York 
State. Consequently it is possibie to secure parts from 
the factory to any point in Great Britain within twenty- 
four hours, and in many cases it is just a matter of three 
or four hours. 

In the manufacturing districts the towns are close to- 
gether, the factories are much closer to their public, and 
the buying is not always done at the local point. The 
business man, for instance, who lives in Birmingham 
but visits London frequently, can find it just as con- 
venient to look over cars in the large London automo- 
bile sales rooms as to go down to his own place in Bir- 
mingham. The important cities are easy to reach from 
all the smaller towns in their general area. 

These factors, combined with the different attitude of 
the British buyer, have produced a retail trade run 
along different lines from the ones to which we are ac- 
customed in this country. Generally speaking, there are 
concerns who occupy much the same position as a dis- 
tributor in this country—that is, they sell at wholesale 
and retail, supply the dealers within their area and re- 
tail through their own sales rooms. Then there are the 
local retailers who sell cars, accessories in most cases, 
and many of whom maintain some service. Up to this 
point the picture is much the same. 


Few Exclusive Dealers 


Very few of the distributors, however, are exclusive 
concerns with one make or line of cars, and a still smaller 
number of the retailers are in this position. It is usual 
to find that the letterhead of a retailer of automobiles in 
Great Britain contains the names of several makes of 
automobiles in addition to the legend, “Any make of car 
supplied.” 

I saw a large number of retailers during a motor trip 
through England, in which we traveled perhaps 1200 
miles, and in almost every instance they were prepared 
to supply any make of car that the customer might de- 
sire. They were handling automobiles in fact just as 
they might hardware or toilet goods. 

It is obvious that this difference involves a whole book- 
full of variations in methods adopted by the manufac- 
turer and the retailer to secure his market. Instead of 


the retailer being identified with the car which he sells, 





his reputation is involved only with his own capacity and 
integrity and the service he renders personally to his 
customers. His whole sales plan is concerned with his 
own business. 

He is not primarily interested in pushing the Jones 
car or adopting any of the manufacturers’ merchandis- 
ing or advertising policies because his business does not 
depend upon the success of the Jones car at all. Un- 
less the Jones car is a popular one, he doesn’t even show 
a model on his floor and he is not likely to spend much 
time interesting customers in the practical values of this 
particular car, although he will be perfectly happy to 
sell it to any one of his clients. 


Cars in Competitive Price Class 


This is not only the case in connection with cars that 
are suitable for different people or purposes, but those 
cars which might be said to compete more or less di- 
rectly with each other. For instance, the dealer in one 
of the small towns from whom a friend of mine secured 
his Morris-Cowley was the man to whom another friend 
of mine went to buy his Citroen. These are in direct 
competition; the advantage the Morris-Cowley secured 
in this case was that they were sufficiently popular to 
involve the maximum space on the sales floor, whereas 
the Citroen was not represented by any model. 

Securing the distribution under these circumstances 
in Great Britain is an entirely different matter from the 
job of securing distribution in the United States. The 
retail field does not have as large a turnover in the per- 
sonnel as it does in this country. The stronger retailers 
who stay in business have no franchise from the automo- 
bile company to contend with. It would not do the manu- 
facturer any good to refuse to trade with this dealer; 
neither would such refusal involve the retailers’ business 
very seriously, unless the car is selling in large quanti- 
ties. 

This statement is not 100 per cent true, because at 
tempts have been made from time to time to establish 
exclusive dealerships in England so that the retail out- 
fits could be definitely tied up with the manufacturer. 
In most cases this policy has not proved a success, al 
though Morris-Cowley have succeeded in developing 4 
larger number of successful distributors and better sales 
contacts with retailers than any other organization eX 
isting at present in Great Britain. 

Some of the authorities in Great Britain incline to the 
opinion that there will be a tendency to more exclusivé 
retail outlets as the automobile business grows and de 
velopments in some of the districts apparently bear out 
these conclusions. They rest upon very slim foundation, 
however, because the bulk of the business today is b& 
ing done through the retail trade, which has been accu’ 
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tomed to handling practically any car and preserving its 
independence without any manufacturer’s exclusive con- 
act. 

w Not only does the element of general automotive re- 
tailing alter the relations between the manufacturer and 
his trade, changing all his methods of promotion, but 
the relations between the retailer and the consumer are 
also quite different. A well-established retailer in the 
north of England, who has been in business for upwards 
of twenty years, gave me some idea as to the sale of cars 
passing through his hands and the different makes of 
cars involved in the sale. The facts were surprising. 


Retailer Retains Clientele 


It was evident that the position of this retailer with 
his clients had enabled him to retain a large clientele, 
regardless of the fact that the popularity of various 
makes of cars had changed very considerably in the 
course of a few years, that new cars had come in and 
displaced old cars, and that his dealings with manufac- 
turers had covered a wide number, under varying condi- 
tions of business. 

It is obvious that if an automobile dealer in a small 
town in the United States gave up or lost his franchise 
for a popular car and went into business involving a 
product of more or less unknown value it would cost him 
avery large amount: of time and money to rebuild his 
business on new lines. There was very little evidence 
of this in the examination of the retailer’s condition in 
Great Britain. His business had been stable, his clients 
were pretty stable, but the manufacturer’s business with 
him had varied greatly. 

Perhaps the conditions in the retail trade have led 
also to a very much keener interest in new develop- 
ments among British buyers, regardless of the make. 
It seems to be comparatively easy to establish a cer- 
tain amount of business in new cars, because if they 
have impressed some of the buyers of cars, the average 
retailer will secure them. 

This is probably one of the important reasons for so 
large a list of manufacturers in Great Britain whose 
output of cars is very small. Some of the automobile 
buyers become impressed with the very interesting 
qualities of the car and insist on securing it from their 
retail man who usually indicates on his letterhead that 
he will secure any car. The manufacturer, therefore, 
is enabled to develop some sales. 

These two points seem to be paradoxical and yet 
they are both active points of difference. The influence 
of the trade is very vital on the sale of the car, yet at 
the same time the influence of some crank owner on 
the dealer is sufficiently important for him to order 
according to the wishes of this particular buyer. 

As a rule, only the most popular cars are kept on 
the floor by the retailer, and because of the very short 
distances, very few of these are actually stocked in the 
retail establishment. 

Orders are placed by the retailer to the manufacturer 
on the basis of the popularity of the car. They are de- 
livered promptly. Distances are small, delivery is easy 
on account of the universal system of good roads, and 
itis possible for a buyer in Aberdeen to secure a new 
tar from Coventry in two days, if it is not in stock at 
the time that he orders it. As a consequence, there is 
No necessity for the retailer to lay out a lot of money 
in stock of automobiles. 

The final difference, which is of great importance, is 
he generally small volume of trade-in through the re- 
tail establishment. The general method seems to be 
for the car owner himself to sell his old car and the 
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multitude of individual classified advertisements in the 
various automobile columns indicate the extent to which 
the car owner is obliged to make his own second-hand 
sale. 

As a consequence, the retailer does very little trad- 
ing. There is no advantage in him doing so because he 
is not interested in pushing any particular car, his 
commission is fixed—usually not higher in percentage 
than the commission in the United States—he would 
be involved in a good deal more expense, and wind up 
the year with less profit if he were to undertake the 
bolstering up of new car sales by that method. Fur- 
thermore, there seems to have been no general demand 
on the part of the buyer that the dealer should assume 
this position. 

There are in large cities well-established concerns 
who trade in second-hand cars only. Some of them do 
a large amount of advertising in the newspapers, both 
to owners of cars and to people who desire to buy, ad- 
vertising their ability to buy as well as ability to sell. 


The development of this retail trade along these lines 
is quite logical, considering the small number of auto- 
mobiles sold in comparison with the population of the 
country and, consequently, the difficulty of operating a 
sufficient business on one make of car to permit a re- 
tailer to make a decent profit. Generally speaking, the 
business man’s taxes are much higher, land has a rela- 
tively higher value and his fixed charges are likely to 
be a larger proportion of his gross income than they 
are in this country. 


General Retailer Likely to Continue 


With less than 100,000 cars sold to over 40,000,000 
people, it is obvious that the dealer in the medium-sized 
and small towns, and even in a fairly large city, would 
find it difficult to sell a sufficient number of any one 
make of car to provide him with a reasonable profit on 
the cost of his sales room, his organization, the interest 
on his capital and other items necessary for the con- 
tinuation of his operations. 


For this reason the general retailer is likely to con- 
tinue in a majority of towns in Great Britain for a 
number of years and the efforts at securing exclusive 
contracts are likely to be directed wholly to the big city 
distributors and some of the big city retailers. 


In one respect the big city conditions themselves vary 
very greatly from those obtaining in this country. 
There is no set center for shopping in London as there 
is in New York. Each of the London districts has its 
own large shopping center, so that London is provided 
with many well-equipped shopping centers. The habit 
of shopping, therefore, does not carry any large per- 
centage of the population to any particular district, so 
that a central street in London is only valuable to meet 
the requirements of a very definite clientele. This it- 
self will have a tendency to limit the number of estab- 
lishments capable of working on an exclusive contract 
with an automobile manufacturer. 


Where cars have obtained a large popularity and 
represent a very considerable percentage of the total 
output, it is likely that distributors will be secured on 
an exclusive arrangement with that particular manu- 
facturer, but there are no signs that any change of a 
general character is likely to occur in the near future. 
The manufacturer’s plans for developing British trade 
should be based upon the present conditions in con- 
nection with his actual export contacts, his sales work 
and also in connection with his development of his 
sales promotion and advertising work. 
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S. A. E. Report Shows Progress in Riding 
(Quality, Fuel and Highway Research 


Relation between fuel volatility and engine performance, riding 


comfort, effect of truck impact on highways, sulphur 


content in gasoline among subjects studied. 


ROGRESS of the research work being fostered by 

the Research Committee of the Society of Automo- 
tive Engineers is outlined in a brief report issued recent- 
ly by the Research Department of the society. The chief 
subjects under consideration have to do with riding 
qualities, the relation between fuel volatility and engine 
performance, fuel specifications, with special reference 
to allowable sulphur content, effects of truck impact 
on highways, and truck transportation costs. 

Various phases of these subjects were treated in 
papers presented before the summer meeting of the so- 
ciety held at Spring Lake, N. J., last June, but some later 
work and some subjects not dealt with at that time are 
outlined in the report which is summarized below. The 
report covers the four-month period of April to July 
inclusive. 

Need for improvement in the riding qualities of auto- 
mobiles undoubtedly is realized more fully now than 
ever before. The subject is being given full considera- 
tion with a view to establishing a rational basis for auto- 
mobile design from this standpoint. A bibliography of 
over 700 references dealing with the many phases of the 
problem practically has been completed. This work has 
involved a search of the technical literature published 
in this country and abroad during the past decade. Many 
articles of especial interest have been abstracted. Copies 
of this compilation are to be distributed among interest- 
ed members of the society. 


Confer on Riding Qualities 


Considerable time has been devoted by the Research 
Department and committee members to conferences with 
experts in the industry and elsewhere who have studied 
the riding-qualities problem. Thus, contact has been 
established with those interested in both the mechanical 
and the human aspects, and much information of value 
has been obtained. 

By correspondence an effort has been made to learn of 
investigations of riding qualities and studies of the 
effect of motions upon individuals as these questions 
may have been considered by steamship and railway 
companies. 

The cooperative fuel investigation, sponsored jointly 
by the society, the American Petroleum Institute, the 
Bureau of Standards and the National Automobile 
Chamber of Commerce, has for some time been one of 
the major interests of the Research Committee. From 
the outset it has been the plan of the sponsors to estab- 
lish the relation of fuel volatility to engine performance, 
not for a given year but for subsequent years as well. 
The immediate program has been considered as but a 
part of the broader, continuing project that has as its 
objective the securing and maintaining of a correct bal- 
ance between the engine and the fuel. 

Results thus far obtained at the Bureau of Standards, 
where the greater part of the experimental work has 


been carried on, indicate that the increased dilution of 
crank-case oil is the outstanding consequence of lower 
fuel volatility. During the period covered by this re. 
port, the investigation has dealt primarily with the fac- 
tors contributing to crank-case oil contamination and 
ease of starting, this in accordance with the plans laid 
down by the Cooperative Fuel Research Committee at 
its meeting of May 16. 


N. A. C. C. and A. P. I. Continue Suppert 


Arrangements have been made whereby the American 
Petroleum Institute and the National Automobile Cham- 
ber of Commerce are continuing their financial sup- 
port. 

It has been shown in the recent tests that, in the en- 
gines used, the temperature of the jacket water has a 
marked influence upon the rate of dilution. This differ- 
ence does not appear to be due to the change in the 
viscosity of the oil upon the cylinder walls, or to a 
change in the piston head temperature, but rather to 
the difference in the rate at which the diluent is added 
to or eliminated from the oil-film. 

It has been shown that, under certain circumstances, 
the diluent is eliminated at a fairly rapid rate and hence 
that an equilibrium condition may be reached, at which 
the rate of elimination balances the rate at which the 
diluent is added. 

Further measurements are being made to determine 
the effect of the rate of oil circulation upon the rate at 
which diluent is eliminated from diluted oil. Engine 
tests in progress consist of comparisons of rates of dilu- 
tion at different engine-speeds. As the speed is in- 
creased, the duration of a given cycle is reduced; hence, 
there is a reduction in the time during which the oil 
film on the cylinder wall can become diluted by an indi- 
vidual charge. It is primarily in order to obtain infor- 
mation as to this particular factor that these tests at 
various speeds are being made. 


Studying Starting Conditions 


As one step in the study of starting conditions, meas- 
urements are being made of pressures and temperatures 
in the engine cylinder. Tests have been conducted at 
various speeds and different throttle positions in com- 
bination with changes in jacket water temperature. Fur- 
ther tests will cover various engine conditions such 4% 
piston seal, valve leakage, etc. The purpose of these 
measurements is the obtaining of data as to conditions 
in the cylinder during the starting period. 

Considerable time has been devoted to a study of 4 
new method for determining the percentage of crank 
case-oil dilution. It is hoped that this method may offer 
a simple and accurate means that can well be adopted 
as standard practice by investigators generally. 

What is the maximum allowable sulphur content of 4 
satisfactory automotive fuel? This is a question that 





Automotive J ndustries 





the 
ha 


cat 
tio 
sul 
tuc 
fue 
erl 


mit 
res 
wit 
coc 
ter 
val 
tire 
anc 
bas 
anc 


tha 
of 
tab 
tha 


typ 
im] 
rec 





on of 
lower 
is re- 
2 fac- 
1 and 
s laid 
ee at 


rican 
shan- 
sup- 


1e en- 
has a 
liffer- 
n the 
to a 
er to 
added 


ances, 
hence 
which 
h the 


rmine 
ate at 
ngine 
 dilu- 
is in- 
nence, 
he oil 
-indi- 
infor- 
sts at 


meas- 
tures 
ed at 
com- 
, Fur- 
ch as 
these 
itions 


of a 
-rank- 
4 offer 
lopted 


t of a 
1 that 


Automotive Industries 





September 4, 1924 


the fuel group of the Research Committee wishes to 
have answered from the standpoint of the manufacturers 
of vehicles and engines. Copies of the Federal specifi- 
cations for fuels have been sent to prominent organiza- 
tions of the industry with a request that views on this 
subject be presented. It is the intention to learn the atti- 
tude of the manufacturers on this and other phases of 
fuel specifications in order that the matter may be prop- 
erly presented before those who formulate specifications. 


Truck Impact on Highways 


Foremost among the activities of the Highways Com- 
mittee is the investigation of truck impact now in prog- 
ress under the auspices of the Bureau of Public Roads 
with the society and the Rubber Association of America 
cooperating. This research has as its objective the de- 
termination of the effect upon the highway of trucks of 
various capacities, equipped with different kinds of 
tires. The information sought should be of great assist- 
ance in the design of highways and as an authoritative 
basis for legislation. Furthermore, it is hoped that load 
and stress data of value in truck design will be derived. 

Tests are being conducted on a series of concrete slabs 
that have been laid at the Arlington Experimental Farms 
of the Bureau of Public Roads. For the purpose of es- 
tablishing the actual conditions of impact on highways 
that should be reproduced on the test slabs by the use 
of suitable obstructions, the trucks are being run over 
typical sections of road near Washington. The existing 
impact conditions are determined from accelerometer 
records taken from an instrument mounted upon the 
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vehicles. Strain-gage and other observations are made 
during the runs over the test road. 

Considerable attention has been devoted to the inves- 
tigation and calibration of instruments suitable for the 
work at hand. Many preliminary runs have been made 
both upon the test slabs and upon the open highway. 
Comparatively few conclusive data have been obtained, 
as it has been the policy to exercise extreme care in es- 
tablishing the most suitable methods and choosing the 
most satisfactory instrument equipment before launch- 
ing the extensive tests that are contemplated. 

Truck transportation costs, factors in tire design and 
air contamination by automobile exhaust gas are among 
the items, in addition to those above mentioned, that 
have been given especial consideration by the Research 
Committee. 

For some months efforts have been made to collect 
reliable data relating to the cost of truck transportation 
as it is affected by the type and the condition of the 
highway. It has been found extremely difficult to obtain 
authoritative figures to show the differences in cost of 
tires, fuel, upkeep and depreciation as these factors are 
influenced by the differences in the highway. 

For many months the question of air contamination 
by automobile exhaust gases has been the subject of 
study. During the period covered by the present report, 
a number of interviews have been held with experts, 
and the details of the problem have been given careful 
consideration. A bibliography of publications concern- 
ing carbon monoxide and air contamination by automo- 
bile exhaust gas has been compiled. 





French Experiment with Tetra Ethyl Lead 


OME experiments with a view to determining the 

reasons for the effect of tetra ethyl lead on the 
combustion properties of internal combustion engine fuels 
have been made by two Frenchmen, Pierre Jolibois and 
Georges Normand, and a note on their results has been 
presented to the French Academy of Sciences by H. Le 
Chatelier. 

The decomposition by heat of iodide of ethyl mag- 

nesium gives rise to ethylene and hydride of magnesium. 
The latter, moreover, may be readily decomposed and 
leaves a metallic deposit as a result of the rise in tempera- 
ture. Other organo-metallic compounds possess similar 
properties, and if the hydrides are unstable, metallic 
deposits are obtained by pyrogenation. This effect is 
particulariy pronounced with tetra ethyl lead. The au- 
thors prepared this material in the pure state by causing 
chloride of lead to act on iodide of ethyl magnesium and 
then distilling the crude product in vacuum. This com- 
pound undergoes decomposition due to heat at a tempera- 
ture approaching 400 deg. C. which is accompanied by a 
heavy production of finely divided lead. 
It seemed to the authors that this method of decompos- 
Ing tetra ethyl lead permits of readily explaining the 
results obtained by Thomas Midgeley in mixing this 
product with internal combustion engine fuels. This 
product permits of increasing the compression of engines 
by diminishing the changes of spontaneous ignition. 

Chemical reactions, and particularly gaseous explosions, 
are initiated or accelerated by the presence of bodies of a 
small radius for curvature. (See G. Reboul, Comptes 
Rendus, Vol. 155, p. 1227.) They generally start in the 
neighborhood of dust particles, points or sharp edges, 
Which they raise to a high temperature. 


The authors carried out an experiment which brought 
out this fact. In a two stroke motor in which the gases 
were admitted and exhausted through ports in the cylin- 
der wall, self ignition started at 1350 r.p.m., the com- 
pression being approximately 75 lb. per sq. in. After care- 
fully polishing the edges of the ports, which were sharp- 
angled, self ignition did not take place until a speed of 
1700 r.p.m. was attained, all other conditions being the 
same. 


Decomposes Where Temperature Is Highest 


If the same phenomenon takes place in the presence 
of tetra ethyl lead the latter is decomposed at all points 
where the temperature is hiyh, that is, at all points capa- 
ble of causing pre-ignition. The incandescent particles 
which cause auto-ignition are covered with a layer of 
metallic lead, in preference to any other part of the 
combustion chamber wall, which opposes a new effect of 
the same kind by increasing (by the deposition) the 
radius of curvature of all asperities which “catalyse” 
the explosion. 

As a matter of fact, it has been shown that if a care- 
fully polished nail is placed in tetra ethyl lead vapors at a 
temperature of 400 deg. C. the deposition of lead begins 
at the point. 

It may be pointed out moreover, that the lead is liquid 
at the explosion temperature of the gaseous mixture and 
that, owing to its physical properties, it cannot form 
particles of a very small radius of curvature. When the 
explosions are initiated in the usual manner the lead 
liberated is disposed of in a finely divided state with the 


spent gases. 
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Here and There in Foreign Markets 


By special arrangement with the Automotive Division, Bureau of Foreign and Domestic Commerce 


Cars Shipped to Hawaii, Porto Rico and Alaska 


HIPMENTS of automotive products from the 
United States to its three non-contiguous 
territories, Hawaii, Porto Rico and Alaska, have 
amounted during the first six months of 1924 to 
more than 65 per cent of those during the entire 
year 1923. Over a period of ten years these ship- 
ments have mounted steadily and rapidly. 

In the first half of this year the number of pas- 
senger cars, trucks and buses shipped to the three 
territories was 4766, compared with 7196 in all of 
1923. The value of these vehicles and of parts and 
accessories was $4,213,135 in six months this year 
and $6,470,235 in twelve months last year. 

In the abnormal year of 1920 the number of ve- 
hicles shipped was 5365, considerably less than 
last year, but the value of vehicles and parts was 
higher, being placed at $6,722,372. Lower unit 
cost and a growing preference for medium and 
low-priced cars explain this differential in value. 

The three non-contiguous territories last year 
accounted for about 4 per cent of the total exports 
of passenger cars and trucks from the United 
States. 


Buses Gaining in Egypt 


ICE-CONSUL RAYMOND H. GEIST at Alex- 
andria advises that motor-bus transportation 
is being introduced in Egypt, and old army trucks 
are being fitted with bodies seating from ten to 
fourteen persons, for the purpose of competing 
with the railways. He says that owing to the in- 
frequency of railroad service, it has been found 
practicable to operate small buses between metro- 
politan centers and the towns and villages. 

“It is estimated that during the last year more 
than 500 old machines have been especially 
equipped with bodies for seating passengers and 
put into service. It is expected, however, that 
the present equipment will soon be unfit for ser- 
vice and that consequently there will be a good 
market in Egypt for low-priced chassis capable 
of being equipped as at present, as well as for 
small buses fully equipped. The price of a popu- 
lar bus must not exceed 250 Egyptian pounds; at 
present rate of exchange one Egyptian pound is 
worth approximately $4.55.” 


Irish Demand Increasing 


HERE is a good market in the Irish Free State 

for automobile accessories, owing to the large 
increase in the number of motor cars in use, with 
price as the main consideration. Articles of good 
appearance which can be marketed at a relatively 
low figure have an advantage over those which 
attempt to justify higher prices by claiming su- 
perior quality. The following articles find a good 
market: tire pumps, lubricating systems, jacks, 








rear seat windshields, rear view mirrors, alum- 
inum step plates, spark plugs, batteries and radia- 
tor ornaments. There is a growing demand for 
mechanical windshield cleaners, moto-meters, 
spot lights and electric horns, but there is no mar- 
ket for tire chains. 

By an order which came into force on July 14, 
all heavy motor cars in the Irish Free State must 
be fitted with driving mirrors. 


Buenos Aires Will Hold Sample Show 


MERICAN automobile manufacturers and ex- 
porters are invited to take part in the Second 
International Exhibition of Samples which will 
be inaugurated by the government of the pro- 
vince of Buenos Aires, Argentine Republic, in La 
Plata, Oct. 1, to continue throughout the month. 
It is announced that “any direct manufacturer, 
national or foreigner; and representative, author- 
ized seller of some determined trade mark and 
any exporter authorized to sell goods of a special 
trade mark are qualified to take part in the fair.” 
The diplomatic representatives and the consular 
agents of the Argentine Republic will furnish in- 
formation and data concerning the fair, it is said, 
to those interested. 


Australian Market Still Growing 


USTRALIA, the largest foreign market for 
American automotive products, bids fair to 
exceed all previous records in purchases of motor 
vehicles this year. During the first six months of 
1924, four-fifths as many passenger cars were 
shipped to Australia from the United States as 
during the entire year 1923, and considerably 
more than half as many trucks. 

The figures show a growth of motor transport 
in Australia which is equaled by few other coun- 
tries. Registrations of cars and trucks were esti- 
mated at upward of 120,000 at the end of 1922; yet 
in the following six months almost 22,00C new ve- 
hicles were sent there from the United States 
alone, or an addition of about 18 per cent. 


Straits Settlements Offers Real Market 


MPORTS to the Straits Settlements under the 

general heading, “Motor Cars, Motorcycles, 
Parts and Accessories,” during 1923 amounted to 
$5,060,613, Straits currency, of which $3,284,483 
came from the United States and $1,141,417 from 
the United Kingdom, the vice-consul at Singapore 
cables. He says there is a good market in the 
Straits for hand pumps, hand jacks, spark plugs, 
pistons, lights, novelties, etc., but no particular 
demand for tire chains, bumpers, electric horns, 
locks, shock absorbers, luggage carriers or wind- 
shield cleaners. 
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Gold Brick Artists Paint Alluring Picture 
of German Bonds 


Highly colored stories, most of which are without foundation, 


are being used to persuade investors all over this country 


to invest their savings in practically worthless securities. 


By Edward F. Roberts 


has occurred to materially 





HE great army of 





| crooked brokers and 
gold brick artists who 
fatten on the credulity 
and ignorance of the 
American public have 
struck their tents and are 
once more on the march. 
This time their bait is Ger- 
man securities, which were 
practically worthless yes- 
terday, but today, in a most 
mysterious . fashion, have 
suddenly received sensa- 
tional value. A frenzy of 
speculation in these securi- 
ties has followed in the 
wake of highly colored and 


ers. 


CE automotive manufacturer cannot be 
a supervisor of his employees’ invest- 
ments, but once in a while, an outstanding 
hoax is perpetrated which digs deep into the 
savings of unwary factory and office work- 
At such a time the manufacturer can 
render a real service to those who work for 
him by telling them some real facts which 
will save them a lot of money. 

The present wild speculation in German 
securities is assuming alarming proportions. 
This article shows why the rise in these securi- 
ties is unsound and why the values being 
given them are fictitious. 
portant truths which every man in the auto- 
motive industry should know. 


increase their worth. 

German industrial secur- 
ities issued by private firms 
may increase in value if the 
reparations settlement has 
its expected result of stabil- 
izing German currency and 
placing German industry on 
a sound basis. This result, 
however, cannot be 
achieved except gradually 
and over a_ considerable 
period of time. 

Under the Dawes repara- 
tion plan, a German bond 
issue of approximately 
$200,000,000 will be offered 


It tells briefly im- 





mostly untrue stories which 


in the world market, and a 





have appeared in the daily 
press throughout the country telling of the fantastic 
profits supposed to have been made by lucky investors. 

These newspaper stories have been a veritable god- 
send to the gold brick dealers, who have had rather 
slender pickings since the great German market bubble 
broke. It is of the utmost importance that the American 
investor should realize on what a very slim foundation 
the present frenzied market in German securities rests. 
Reputable brokers and bankers are genuinely dismayed 
over the rush of ill-advised investors all over the coun- 
try to put their money into securities which are prac- 
tically worthless. They regard it as doubly unfortunate 
that this speculation mania should have hit the country 
at a time when German securities of real value are about 
to be offered as part of the Dawes reparation plan. 

Within the last few weeks practically every responsi- 
ble investment house in New York City has issued a 
vigorous warning to their clients against speculation in 
German securities, but that these warnings have fallen 
many deaf ears is proven by the fact that the flood 
of orders for German bonds of various kinds continues 
0 pour into the market by every mail. When the bubble 
bursts, as it inevitably must in a short time, there are 
going to be many sore heads and depleted bank accounts 
throughout the United States. 

The facts in regard to German securities can be very 
plainly stated as follows: 

All securities issued. by the former German Imperial 
Government may be classed as worthless as investments. 
A fictitious value has been created for them which will 
§00n vanish. 

Securities issued by the present German Government, 
y the governments of the different States or by German 
municipalities are of small value and absolutely nothing 





very large proportion of 
this issue will be floated in America. These bonds will 
be practically a first mortgage on Germany and will be 
the one German issue which can reasonably be regarded 
as a safe and sound investment. 

It is difficult to trace the exact beginnings of such 
spasms of frenzied finance as the present indiscriminate 
speculation in German bonds. It apparently started 
deliberately or accidentally with incorrect newspaper 
stories of a decision of the Supreme Court in Leipzig, 
one of the highest judicial bodies in Germany, which 
declared in substance that obligations could not be paid 
off by a tender of their face value in the present depreci- 
ated German currency. This decision was misinter- 
preted both in Germany and America to mean that the 
court had restored the gold value of bonds and other 
securities. The facts in the case were simply this: 

A man named Stolz had made a pre-war loan of 13,000 
marks on a mortgage. The debt became due last year 
and the debtor offered principal and interest in paper 
marks, which are worth today about forty-two hundred 
million to the dollar. Stolz refused to accept and brought 
suit, and the Supreme Court of Leipzig held that he was 
justified and that the debt must be paid in some sum 
reasonably proportioned to the actual value of the loan. 
There was a joker in the decision, however, which specu- 
lators either ignored or did not appreciate, for the court 
made no provision as to how a reasonable sum was to 
be estimated beyond stating that in figuring it, the de- 
pressed state of Germany should be taken into account. 
The decision, however, was a good enough spring- 
board from which to launch speculation, and German 
securities started to soar on the Berlin bourse. The 
boom, however, did not really get under way until Feb- 
ruary of this year, when the German Government issued 
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a decree fixing the value of all industrial bonds at 15 
per cent of their face value in gold. There was another 
joker in this decree which the speculators and other 
dupes also ignored, with the result that the gambling 
fever rapidly spread beyond Germany and invaded the 
United States, the true paradise of the gold brick seller. 

The joker in the government decree was a provision 
that any corporation may escape paying the 15 per cent 
gold value of its bonds if it would prove that such 
liquidation would involve “undue hardship.” No man 
has to be an expert lawyer to realize what an enormous 
loophole that provision opened. Moreover, it is most 
important to realize that the Government decree applied 
only to industrial securities and had no bearing whatever 
on the bond issues of the various municipalities and state 
governments. As a matter of fact, an attempt made in 


- . ° 1° 
Fabric Bodies Gain 
PART from the special Weymann construction, there 
is a growing use in France of fabric leathers on 
metal or plywood panels, both for open and closed cars. 
Large numbers of sporting type cars now are being made 
with plywood bodies covered with fabric. In some cases 
this is extended to the fenders, a beading being run in- 
side the fender to enable the fabric to be fastened down. 
This construction eliminates all painting operations and 
also diminishes drumming, particularly when used on a 
plywood foundation. 

A “Comfort” body, having an internal width of 61 
inches, and thus carrying three persons abreast, is the 
latest type of sedan to be produced by the French Wey- 
mann Co. With this design folding seats are abolished, 
the passengers are seated ahead of the rear axle and 
there is less rear overhang for the trunk. In consequence, 
balance is improved and comfort for the passengers in- 
creased. Even on a big car it is comparatively rare for 
Six passengers to be carried, and by making the body 
wider and putting the rear seat forward, there is ad- 
ditional riding comfort at all times, without any loss of 
carrying capacity. 

Weymann now is using fabric leather for every part 
of the body as well as for the hood and the trunk. Fenders 
are the only painted part of the car. External moldings 
have been eliminated, thus improving appearance. 

Lagache & Glazmann, a firm of Parisian body builders 
having specialized up to the present in sporting type 
bodies, have taken out a license for the Weymann con- 





“Comfort” type of Weymann sedan with seats 61 inches wide each of which accommodate 


three passengers. 


Fabric leather is used on the hood and trunk as well as the body 
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Reichstag to apply this decree to the government bonds 
was flatly rejected by the administration, which declared 
that valuation of German Government issues would not 
be considered until the reparations question had beep 
settled. 

The whole situation simply amounts to this: 

German industrial bonds have advanced slightly in 
real value during the past year and may have further 
gradual increases in worth as German industry recovers, 
As far as German Government, state and municipal 
securities are concerned, however, there is scarcely a 
remote chance that there will be any genuine enhancing 
in their value for a very long time to come. The only real 
issue of this character which will be worth considera- 
tion of the American investor will be the bonds which 
will be offered under the Dawes reparation plan. 


Popularity in France 


struction and are erecting a new factory in the suburbs 
of Paris. They will specialize on two distinct types: 
high-class Weymann sedans and open sporting cars. 
Talbot-Darracq is the first French automobile manufac- 
turing concern to build and standardize Weymann sedans. 
Two distinct models are being catalogued. 





Drill Size Tables for Tapped Holes 


ABLES have been prepared of the drill sizes to use 

for tapped holes conforming to the screw thread 
standards adopted by the 8. A. E. This work has been 
done by the Sectional Committee on Screw Threads. 
The tables are very elaborate. Four different minor 
diameters are considered. (The minor diameter is the 
diameter of the tapped hole as defined by the tops of 
the threads.) These are the basic minor diameter, the 
minimum minor diameter, the maximum minor diameter 
and the mean minor diameter. 

In the tables signs are used to indicate the following 
tap drill sizes: 1, nearest to but not smaller than the 
basic minor diameter; 2, nearest to but not smaller than 
the minimum minor diameter; 3, nearest to but not 
larger than the maximum diameter; 4, drills within 
minor diameter limits; 5, drills outside minor diameter 
limits but close enough to be usable under certain con- 
ditions; 6, drill suggested for general use. 

The purpose of the reference tables is to show drills 
suitable for use as tap 
drills for screw thread 
depths of three-fourths and 
five-sixths of the _ theo- 
retical thread depth and for 
the full theoretical depth. 
They are not intended to 
indicate a specific tap drill, 
as the size of tap drill best 
suited to a particular appli- 
cation depends upon the 
material, the nature of the 
cutting lubricant, the 
method of drilling and tap- 
ping and the condition of 
the cutting edges of the 
drill. These tables should 
be of value in shops 
where much tapping 38 
done. 
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No General Motors Division Will Require 
or Permit Dealers to Be Overloaded 


So says Alfred P. Sloan, Jr., President of the General Motors 
Corporation in defining the future sales policy with regard to 


dealers. 


He believes that the dealer is willing to do his part. 


By A. V. Comings 
Editor Motor World 


HAT the recently announced General Motors sales 

policy, issued over the personal signature of the cor- 
poration’s chief executive, Alfred P. Sloan, Jr., will have 
a very powerful effect in raising the morale of automobile 
dealers all over the United States, seems assured. As a 
personal statement from Mr. Sloan it carries weight far 
beyond the authority a similar statement would have 
coming from a lesser executive of so big a company. 

And Mr. Sloan’s assertion that the new sales policy 
was decided on after he had made a personal investiga- 
tion among General Motors dealers and among bankers 
handling dealer accounts, is good news to the dealer body, 
too, for automobile merchants are not used to having the 
big chief of any factory take a personal interest in their 
business affairs with a view to bettering their economic 
situation. 

Just how necessary it is to do something to raise the 
morale of any dealer organization is known only too well 
to those who have been in close contact with dealers all 
over the country during the past few months. During 
the World War one of the chief concerns of those military 
executives on whom fell the responsibility for the success 
of our army was the maintaining of that army’s morale, 
and millions were spent on this one detail alone. A low 
spirited army doesn’t win many battles. 

The tremendous fight for legitimate profit during the 
past two years, capped by the difficulties that have faced 
the dealer body during the first six months of this year, 
had left the automotive merchant as a whole in a very 
dispirited mood. His troubles were not imaginary; they 
leered at him from his daily balance sheet and through 
every hour of the daily conduct of his business. He knew 
what he was up against in his fight for economic exist- 
ence, even though he was not able to persuade his factory 
that conditions were truly critical in his end of the auto- 
motive industry. 


Dealer’s Position Not Satisfactory 


Mr. Sloan’s statement that “I recognize that the eco- 
nomic position of the dealer as a whole is not as satis- 
factory as we would like to see it” is going to bring a 
finer courage to the fight the dealer is making. For the 
dealer is human, and a real understanding of his diffi- 
culties, backed by real executive efforts to help him suc- 
teed, is going to go a long way with him in causing him 
to do his utmost. 

Some factories have, in the past, seemed to go on the 
theory that the only time a dealer will go out and really 
make the effort he should make to sell cars is when he is 
loaded to the limit. Mr. Sloan states clearly that he does 
hot believe this to be true, “as a general rule, considered 
from the standpoint of a long pull over a period of years.” 
In this statement his views coincide with those of a 


majority of successful motor car distributors, who feel 
that dealers should at all times be stocked with sufficient 
cars to insure their best efforts in selling, but not that 
dealers should be “loaded to the limit,” a process that 
loads their minds as well with harassing worries, and de- 
feats the very purpose of those manufacturers who look 
for peak sales through the use of this method. 


Overstocking Entails Economic Loss 


Mr. Sloan calls attention to the economic loss (which 
the dealer, not the factory, must bear), through over- 
stocking methods that are not economically justified, and 
points to the possibility of increased discounts and list 
prices to take care of the dealer’s losses, if this practice 
is persisted in. And in no uncertain terms he points out 
that the dealer is a very essential link in the chain of 
sales, and that his “position must be recognized and 
soundly established.” 

That is just what dealers have been demanding, more 
and more insistently, through the past few years. Mr. 
Sloan’s positive declaration on this subject will be mighty 
pleasing to dealers generally. 

That General Motors has accumulated manufacturing 
and sales data enabling that great corporation to state 
with assurance that the time has come when manufac- 
turing schedules may be held to a fairly level plane 
during the entire year’s cycle will prove of deep interest 
to motor car manufacturers and dealers alike. 

One of the most fruitful causes of overloading dealers 
in the past has been the factory’s insistence that produc- 
tion must be kept up in quiet periods to maintain current 
price levels at a profit, and if General Motors has adopted 
a manufacturing policy that will make this unnecessary in 
the future, by leveling production through the year, a very 
real benefit to the industry has been achieved. 

With its present machinery for gathering information, 
G. M. C. believes that it is “in position to gage the cur- 
rent trend with far greater accuracy than has been possi- 
ble in the past,” and certainly this should make impossible 
any such mistake as all manufacturers made during the 
early months of 1924. 

Mr. Sloan concludes his statement with the following: 

“No General Motors division in the future will require 
or permit its dealers or distributors to carryvstocks be- 
yond what is logical or economical.” : 

When that policy is carried out by the entire industry, 
when dealers are not “required,” because of overproduc- 
tion, nor “permitted,” because of dealer optimism, to 
carry burdensome stocks—then indeed will the manufac- 
turer and dealer face a period of real prosperity, a pros- 
perity that will go hand in hand with a mutual under- 
standing that must eventually come if the industry is to 
attain its maximum usefulness. 





Cleanliness of Parts Promotes Accuracy 
in Production 


September 4, 1924 


New washing machine developed by Colt’s Patent Fire Arm Mfg. 


Co. has conveyor on which parts are carried through double 


opposing spray of cleaning fluid. Latter circulated by pump. 


N the manufacture of machine parts of iron or steel 

it is desirable to clean them between operations, as 
well as upon completion, as this promotes accuracy. The 
cleaning can be done either in a cleaning bath by means 
of chemicals which dissolve the grease, or by means 
of a washing machine which subjects the parts to a 
spray of hot soda solution. A machine of this type, 
known as the Autosan, is manufactured by Colt’s Patent 
Fire Arms Manaufacturing Co., Hartford, Conn. 

The machine consists essentially of a box or cham- 
ber made with sheet steel (or copper) walls, through 
which the parts are moved on a chain type conveyor. At 
the side of the cleaning chamber there is a tank contain- 
ing the cleaning fluid, within which there is a pipe coil 
through which steam can be passed for heating the fluid. 
If no steam is available in the plant where the cleaner 
is to be installed, gas burning equipment can be fur- 
nished for heating the tanks. 

While on the conveyor the parts are subjected to a 
spray from spray tubes arranged above and below the 
conveyor in the same evertical plane, thus producing a 
balanced pressure on the parts which prevents even very 
light parts from being thrown about by the spray and 
damaged. 

The spray tubes, which are made of brass, can be read- 
ily removed from the machine for cleaning. The con- 
veyor, which is made of-1%-in. steel links, is supported 
on rollers along its entire length by idle rollers so it 


Phantom view of the Colt Autosan metal parts washing machine 








will not sag appreciably under the weight of heavy parts, 

The pump, which is of the centrifugal type, has a num- 
ber of separate compartments, each delivering solution 
to one of the spray tubes. This makes it possible to per- 
form washing and rinsing operations in the same ma- 
chine, as the solutions do not mix. If a machine js 


used for washing only, more perfect cleaning is assured, 
since the solution of each succeeding spray is cleaner 
and therefore more effective than the preceding one. The 
pump delivers solution to each pair of spray tubes at the 





Sectional view of pump 


rate of about 130 gal. per minute, 
under a pressure of 5 to 7 lb. p. sq. in. 

Motion is imparted to the conveyor 
drums through a worm and worm 
wheel mechanism which is made of 
hardened steel and runs in an Oil 
bath. Radial bearing loads due to 
this mechanism are taken up on plain 
bronze bearings, while the end thrust 
due to the worm is taken on a ball 
thrust bearing. 

This machine is made in three 
standard sizes differing chiefly as to 
length. All three are 58 in. high, and 
one is 48 in. wide, while the other 
two measure 53 in. in width. The 
lengths are 87, 112 and 138 in. The 
machines are also made special for 
particular purposes. Several are in 
use by automobile and parts manu- 
facturers, 





To keep spare inner tubes on hand 
for considerable periods without de 
terioration, the Ajax Rubber (0 
Inc., now packs these tubes in sealed 
cans. 
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What Some Leading 


Scuffed Pistons and Engine Wear 





Engineers Say About 


Insufficient oil supply during starting period a serious factor 


but use of grooves in bearing may not prove best remedy. Some 


of the conclusions Jardine reached are held open to question. 


Editor, AUTOMOTIVE INDUSTRIES: 


Sir—I have noted the article by Frank Jardine in 
AUTOMOTIVE INDUSTRIES describing conditions in a cold 
engine. We have had no observation along the lines re- 
ferred to, but probably will soon, when we get our cold 
room laboratory in operation. In such cold rooms as I 
have seen the humidity is almost 100 per cent, and it 
might be possible on this account that the formation of 
rust which Mr. Jardine describes would be a little more 
rapid under his observation than in actual service. 

I believe that few automobile engineers have any concep- 
tion of the amount of “raw gasoline” that must be fed to 
keep a cold engine running. It is almost a question of 
pints per minute, and Mr. Jardine’s paper shows that this 
is only one of the adversities with which a cold engine has 
to contend. 

I hope that you will follow this subject further, as I 
shall be very interested to read more competent. comments 
on Mr. Jardine’s article. F. C. Mock, 

Research Engineer, Stromberg Motor Devices Co. 





Editor, AUTOMOTIVE INDUSTRIES: 


Sir—I have read Frank Jardine’s article with great in- 
terest. It forms a supplement to a very exhaustive report 
i _ Gabriel Becker of the Technische Hochschule zu 

erlin. 

Professor Becker’s tests of aluminum and manganesium 

pistons were designed entirely to determine wear and, 
consequently, did not include frequent starting and stop- 
ping. While the tests which Professor Becker conducted 
were rather severe, the conditions of lubrication were no 
doubt ideal for all cases, and still the pistons seized. 
_ It is for this reason that I feel Mr. Jardine’s statement 
18 not quite satisfactory when he says very small quan- 
tities of oil are sufficient to lubricate pistons and cylin- 
ders when the engine is hot. This may be so when the 
engine is running light, but certainly a copious supply of 
lubrication is necessary when the engine is developing a 
high mean effective pressure. | 

Professor Becker is very emphatic in stating that great 

rinell hardness is required if aluminum pistons are to 
be only fairly satisfactory. The manganesium pistons 
Becker found to be satisfactory, even though only half 
48 hard as aluminum. 

For this reason, it is to be much regretted Mr. Jardine 


does not specify in his article the hardness of the pistons 
nor the alloys used nor give any micro-photographs of the 
alloys used. Such micro-photographs would reveal, the 
amount of Eutektikum which is so essential in metal that 
is to serve as a bearing material. 

The want of lubrication when a snugly fitted engine is 
started in cold weather, however, is only one cause of the 
trouble. We must bear in mind that on a cold winter 
morning the choke and primer are sometimes used quite 
freely, causing to enter through the manifold raw gaso- 
line which has considerable ability to wash down what 
little lubricating oil has been left or splashed on. 

Mr. Jardine, I believe, is rather strong when he states 
that rust does not. form in cylinders through which hot 
jacket water is being circulated. Rust will form irre- 
spective of the temperature if acid or water is present. 
That lower temperatures facilitate rust formation is a 
point brought out by Mr. Jardine but is, in the writer’s 
estimation, no proof that higher temperatures eliminate 
rust formation. 

Mr. Jardine does not mention the fact that considerable 
electrolytic action may be taking place between aluminum 
and cast iron if water or other liquids are present. No 
doubt at lower temperatures the amount of water present 
is greater than at higher temperatures, which would be 
an indirect proof that the corrosion of which Mr. Jardine 
speaks is induced by electrolysis. 

The oil grooves that Mr. Jardine suggests for the con- 
necting rods would help to solve the problem of cold start- 
ing, but in the writer’s opinion would induce overlubrica- 
tion at higher speeds and higher temperatures. 

OTTO M. BURKHARDT, 

Consulting Engineer, The Pierce-Arrow Motor Car Co. 





Editor, AUTOMOTIVE INDUSTRIES: 

Mr. Frank Jardine’s article on the causes of scuffed 
pistons which appeared in your July 31st issue was of 
great interest to us. His evidence that engines with 
pressure lubrication may run several minutes before oil is 
thrown on the cylinder walls when first started cold is 
entirely in keeping with the results of some of our ex- 
perimental work, part of which was published in the 
writer’s paper which was presented before the S. A. E. 
meeting last June. 

Apparently Mr. Jardine has found that “scuffing,” or 
what is more commonly called “scoring,” of aluminum 
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pistons occurs during the first few moments when a cold 
engine is started, and that the cause is a combination of 
condensed water vapor on the cold cylinder walls and a 
short delay before oil reaches the cylinders. The remedy 
is a copious supply of oil to the cylinders immediately 
when an engine is started. 

I believe that most of the existing trouble results from 
the use of the pressure regulating by-pass valve. This 
valve more or less closely regulates the pressure of oil on 
the lubricating system, by allowing the escape of all oil 
that is not necessary to maintain the normal pressure. 
Now, with a given pressure on the lubricating system the 
volume of oil passing through it, and indirectly the volume 
of oil reaching the cylinder walls, is a function of the 
bearing clearances and the oil viscosity. 

It is not at all surprising that there should be very 
little oil passing through the system when first starting, 
particularly in a new engine with close-fitting bearings, 
since a medium motor oil may have over 100 times as 
high a viscosity at 20 deg. Fahr. as at normal crankcase 
temperature. This, of course, means an almost negligible 
flow of oil until the bearing temperatures rise. 

Mr. Jardine has suggested that the bearing clearances 
be increased by cutting oil grooves in them so that even at 
these high viscosities sufficient oil will be thrown on the 
cylinder walls to prevent scuffing. Personally, I do not like 
the idea of cutting any kind of grooves in the connecting 
rod bearings for the purpose of decreasing resistance to 
the flow of oil. It undoubtedly will result, when the en- 
gine is heated up, in a pronounced tendency for the engine 
to “pump oil” and show a high rate of oil consumption, 
even if no trouble is experienced with fouled spark plugs. 

The same result would be secured either by the use of a 
pressure high enough to force the required volume of oil 
through the bearings in spite of its high viscosity, or by 
the use of an oil which itself is lower in viscosity at these 
temperatures. This last expedient will increase the volume 
of oil handled by the pump, for often the oil when cold is 
too sluggish to flow to the pump enough to keep it full. 

It seems to me that an excellent way for designers to 
handle this question is to use a lubricating system to which 
I called attention at Spring Lake, where the by-pass valve 
is eliminated entirely, as in the Mercedes and Renault 
airplane engines. This results in a uniform volume of oil 
being forced through the lubricating system per revolu- 
tion of the engine regardless of the oil viscosity or bearing 
clearance. Necessarily when starting, the oil pressure 
rises very considerably. I have sometimes seen as high 
as 200 to 300 lb. pressure for the first few revolutions of 
the engine. This pressure, however, need not be danger- 
ous to any part of the oiling system except the pressure 
gage, and even at this point the use of an “off and on” 
pressure indicator will eliminate this disadvantage. 

I do not claim that there are no disadvantages to this 
so-called constant volume system, but it at least has some 
features of merit when compared with the present system 
of using a by-pass valve. I believe it should be given care- 
ful study as the means of reducing many of the present 
weaknesses of the circulating pressure lubricating system. 

Many cases of rusted, popularly called corroded, exhaust 
valve stems, wrist pins, push rods, timing chains, etc. could 
be remedied by the same means taken to prevent scuffed 
pistons. These parts normally are scantily lubricated at 
best especially if operated at low temperatures when the 
volume of oil thrown from the crankshaft bearings is 
greatly restricted by the use of an oil of too high a vis- 
cosity. for the prevailing weather conditions. The pres- 
ence of condensed water vapor on these parts cannot well 
be prevented in winter weather, and the best protection 
against rust is an abundance of oil on them. This can 
be assured for cars in service by: 
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1. Use of a low viscosity oil. 

2. Keeping the car in a warm garage to prevent the 
crankcase from getting very cold. 

3. Tightening the by-pass valve spring, so as to increase 
the pressure. 


There is one more point to which I wish to call attep- 
tion. When an engine has stood for some time, most of 
the oil may drain out of the lubricating system except for 
the films held in the bearing clearances by capillary at- 
traction. Thus, several revolutions of the engine may 
be necessary to replenish the system before any more gi] 
passes through the bearings, and if the oil pump itself 
is above the level of the oil reservoir several extra revoly- 
tions of the engine may be necessary to prime the pump, 
This undoubtedly is the reason for the use of a check valve 
in the lubricating system of the 300 H.P. Maybach air- 
plane engine, which made such a big reputation in German 
airplanes and Zeppelins during the war. The check valve 
was located between the oil pump and the rest of the 
lubricating system. 

While on this subject it is interesting to recall that the 
German submarine Diesel engines were provided with an 
electrically driven auxiliary oil pump which was started 
up before starting the engine. 

I wish to take this occasion to express my appreciation 
of the valuable work that Mr. Jardine has published, 
which indicates what The Aluminum Company of America 
is doing to work out some of the fine points which add to 
the life of an automotive engine. 


NEIL MACCOUwLL, 
Automotive Engineer, 
The Texas Co. 


Editor, AUTOMOTIVE INDUSTRIES: 


Sir—The data presented in Mr. Jardine’s paper on 
piston wear are very interesting and his experience with 
water formation in the crankcase is in accord with that 
of Mr. Clayden which was reported at the recent S.A.E. 
meeting. 

It is to be regretted that Mr. Jardine did not, for com- 
parison, use full skirted pistons of both aluminum and 
cast iron with and without provision for the rapid drain- 
age of the lubricant from the rings. The lack of this in- 
formation makes it impossible to judge the advisability 
of changes in bearing or oil system design to meet the 
difficulties described. 

It seems reasonable to suppose that a piston designed 
to remove the excess oil from the walls may be too effect- 
ive with high viscosity oils. Cold cylinder walls with 
undiluted oil may certainly give this condition. The vis- 
cosity characteristics of the oils used in this work would 
be of interest. WILLIAM S. JAMES, 

Associated Oil Co. 





Editor, AUTOMOTIVE INDUSTRIES: 


Sir—The work on piston lubrication which has been 
done by Frank Jardine of the United States Aluminum 
Co. is, in my opinion, a very important contribution to 
the distinctly limited knowledge which we have of lubrica- 
tion. Specialists in this subject have for a long time 
maintained that at least three-quarters of the wear in 
the average automobile engine takes place during warm- 
ing-up periods. 

A hasty reading of Mr. Jardine’s article might sug- 
gest that aiuminum pistons need special lubrication. This 
is entirely the wrong way to view the situation. What 
Mr. Jardine has done is to demonstrate by means of the 
aluminum piston that during cold starting periods there 
is no cylinder lubrication. 
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The material of which the pistons are made has noth- 
ing whatever to do with the fundamental fact; they 
merely show up, by scuffing, the condition which causes 
rapid wear of cast iron pistons, and piston rings, to say 
nothing of the cylinder bores. Of course, cast iron will 
operate upon cast iron perfectly dry for a considerable 
time before scoring or seizure takes place, but the rate of 
wear under such conditions is infinitely more rapid than 
it would be with proper lubrication. 

Mr. Jardine has demonstrated beyond a question of 
doubt the reality of a lubrication condition which en- 
gineers have for a long time suspected. He has proved 
that conventional lubrication systems, supposed to be of 
the highest type, have a failing much too important to 
be ignored. To care for the starting period lubrication 
of cylinders is a fairly simple mechanical problem which 
can be solved in several different ways and it will have to 
be considered; as well as air cleaners and oil cleaners, as 
we strive to increase engine durability. 

There are extremely few engines today which will run 
more than 20,000 miles be- 
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happen to disturb this original and proper relationship. 

First, probably, is the readjustment of the oil pressure 
relief valve where such adjustment is possible, and this is 
so on practically all cars on the market today. As the oil 
heats up and thins out and becomes diluted, the pressure 
gage shows serious loss of pressure. What it does not 
show is that the actual rate of oil circulation with the 
thinned out oil, even under the lower pressure, is consider- 
ably augmented. In order to bolster up the pressure and 
keep the owner happy, the garage mechanic suggests the 
use of heavy bodied oil, and when this is found to be 
simply a temporary expedient, he screws home the oil 
pressure relief valve so that maximum pressure is main- 
tained. It is only natural to expect such engines to be 
considerably over-oiled. 

Second, the bearings loosen somewhat and the amount 
of oil thrown off as a result of this loosening is naturally 
increased; likewise, there is a further drop in oil pressure 
as indicated by the dash gage and a further tendency for 
the oil pressure relief valve to be tightened and for heavier 

oils to be used. 








fore requiring  reboring. 
Stationary engines operat- 
ing under proper conditions 
show rates of wear not one- 
tenth as great, and the only 
difference is that with a sta- 
tionary engine dirt‘is elim- 
inated and lubrication is 
far less varied. 
A. LUDLOW CLAYDEN, 
Chief Engineer, Gas Engine 
Research, Sun Oil Co. 


of our columns. 





Editor, 
AUTOMOTIVE INDUSTRIES: 


We have read with inter- 
est, and not without some 
apprehension, your. edi- 
torial, “Engine Wear,” in 
the Aug. 14 issue of AUTO- 
MOTIVE INDUSTRIES. 


UTOMOTIVE INDUSTRIES for July 31 
contained an article by Frank Jardine, 
Engineer, Aluminum Co. of America, en- 
titled: ‘‘Scuffed Pistons Result from Cold 
Jacket and Lack of Oil,” which has been 
the subject of much discussion by readers 
This article showed that, 
where bearing clearances are small, lubri- 
cant from a forced feed system often fails to 
reach the cylinder walls for several minutes 
after the engine is started. 

It also cited tests in which rust was found 
to form rapidly in the cylinders when the 
engine is cold and that the effects of inter- 
mittent running often are quite serious. it 

Below are printed several letters com- . 
menting upon this paper and one taking 
issue with an editorial in which higher oil 
pressure was suggested as a possible remedy. 


: Third, the rings become 
worn and unable to keep 
the excess oil below the 
piston where it belongs; in 
fact, rings loose in the slots 
actually act to pump oil into 
the combustion chambers. 

These are the conditions 
which we, to whom the cor- 
rect lubrication of these 
cars is intrusted, face after 
the cars have covered some 
considerable mileage, de- 
pending upon the original 
workmanship put into the 
car and the care accorded 

Couple this with the 

fact that average garage 

and service station work, as 
affecting bearing fitting 
and piston ring practice, 
leaves very much to be de- 





The editorial follows as a 
corrollary to the research work of Messrs. Frank Jar- 
dine and A. Ludlow Clayden, both of whom have con- 
tributed generously to the fund of experiences on which 
an hypothesis accounting for engine wear has been out- 
lined; but as you say, until research work along these 
lines has been carried to a definite conclusion this 
hypothesis cannot be considered as fully substantiated. 

With this phase of it we are not at the moment con- 
cerned; but the recommendations you have made for a 
radical increase in oil pressure as a means to offset start- 
Ing wear, we fee! should be very carefully considered. It 
is the experience of our entire staff of service engineers 
handling nothing but lubrication problems all over the 
United States and with all classes of automotive equip- 
ment, that complaints from under-oiling are few and far 
between, while over-oiling complaints present a real seri- 
ous problem. 

The situation is not hard to understand. The average 
car with a force feed system, as you say, is equipped with 
an oil pressure relief valve set to maintain a pressure of 
30 to 40 Ib.; on the dash is fitted a pressure gage cali- 
brated to indicate this pressure. When the car leaves the 
plant the bearings are tightly fitted; the piston rings like- 
Wise, within the limits of workmanship possible in its 
Price classification ; and the pressure is properly regulated. 
Under these conditions, the engine is properly lubri- 
cated. But in the hands of the owner many things 








sired, and you will appre- 

ciate why the number of over-oiling and allied complaints 

which reach our service men is greatly in excess of the 
under-oiling complaints. 

As a result of our experience over many years, we have 

inaugurated a countrywide compaign with manufacturers, 

distributors, dealers and their service people advocating: 


First, the use of low oil pressures in connection with 
force feed systems, 

Second, the location of oil relief valves within the 
crankcase where they are not readily accessible for 
field adjustment, 

Third, the use of indicators which show circulation 
of non-circulation rather than pressure; or if pressure 
is indicated, the use of light spring indicators which 
will show full pressure at any engine speed and regard- 
less of the oil used, 

Fourth, discontinuance of the practice of going to 
heavy bodied oils to attain an oil gage reading, 

Fifth, greater attention on the part of service men 
and mechanics to the matter of proper bearing fitting, 
grooving and shim practice in connection with force feed 
systems, 

Sixth, more particular attention on the part of both 
the plant people and the service people with respect to 
piston ring practice. We advocate the use of piston 
ring material of sufficient hardness to withstand manip- 
ulation in assembly without distortion and the exercise 
of a greater degree of carefulness in fitting rings than 
is now usual. 
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High oil pressures, such as you advocate, may indeed 
overcome some few under-lubrication complaints; but un- 
less accompanied by a very much greater degree of care- 
fulness in design, manufacture, use and repair than is 
typical of present day cars, or possible at the prices asked 
for them, our experience indicates that the practice will 
produce troubles of a much more serious nature, because 
more widespread, than it is intended to overcome. 

We believe that it is perfectly practicable to equip en- 
gines with a compromise system of lubrication developed 
along lines which will overcome this initial starting wear 
without incurring any of the risks which the high oil 
pressure method entails. E. F. HALLOCK, 
Manager, Mfrs. Service Division, Automotive Department, 

Vacuum Oil Co. 


Editor, AUTOMOTIVE INDUSTRIES: 


Sir—Mr. Jardine’s article appearing in AUTOMOTIVE 
INDUSTRIES under the title “Scuffed Pistons Result from 
Cold Jacket and Lack of Oil” is of unusual interest. It 
furnishes further evidence of the desirability of reducing 
to a minimum the period during which the engine oper- 
ates with cold jacket water. 

That pistons frequently do not receive adequate lubri- 
cation when the engine is first started in cold weather is 
evidenced by the very objectionable piston clatter that 
often is present under such conditions and which disap- 
pears when the engine reaches normal temperatures. In 
the laboratory this piston clatter and the other more 
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serious effects of insufficient lubrication are sometimes 
caused by blow-by. The blow-by may be caused by stuck 
piston rings or by some other condition which makes the 
combustion chamber seal inadequate. 

In an endeavor to reduce the amount of oil reaching 
the combustion chamber, engineers have frequently re. 
duced the amount of oil reaching the bearing surfaces of 
the pistons. Mr. Jardine’s work indicates that occasion- 
ally this reduction has been carried to the point where the 
amount of lubricant on the cylinder walls is, under cer- 
tain conditions, insufficient. STANWOOD W. SPARROW, 

Mechanical Engineer, Bureau of Standards, 





Editor, AUTGMOTIVE INDUSTRIES: 


Sir—With reference to Mr. Jardine’s article on scuffed 
pistons, it is true that there is a noticeable lag before 
lubricant reaches the walls on engines equipped with pres- 
sure feed oiling systems. While a number of companies 
endeavor to control this by the fit of the connecting rod 
bearings, it has been our observation that most of the 
oil that reaches the cylinder walls is oil from the main 
bearings that follows out the crankshaft cheek and then 
is thrown into the cylinder wall. We never have found 
that a slight variation of a few thousandths in the side 
fit of the connecting rod bearing affected the oil supply 
very greatly, but that the oil flow was more readily con- 
trolled by the fit of the shims against the crankshaft. 

J. B. FISHER, 
Engineering Department, Waukesha Motor Co. 


Elaborate Testing Room Completed for Automobile 
and Air Craft Engines 


HAT is probably the most elaborate testing room 

ever built for automobile and aircraft engines has 
just been completed at the U. S. Bureau of Standards, 
which will take the place of the testing room and altitude 
chamber which was wrecked in September, 1923, with a 
loss of four lives. 

The reconstruction of the chamber has been made possi- 
ble through the cooperation of the National Automobile 
Chamber of Commerce with the Bureau, who furnished 
part of the finances for its construction. 

The chamber is built of reinforced concrete 16-in. 
walls. All controls are placed outside the chamber and no 
one is inside during the tests, which are made with the 
engines being tested sealed up. A large vacuum pump is 
used to maintain the low air pressure desired. Ammonia 
coils are used for lowering the temperature. Under this 
arrangement an engine may be tested under every vary- 
ing condition which it would receive in actual use. 

While every precaution has been taken to prevent ex- 
plosions such as resulted in the death of the four auto- 
motive engineers, an ingenious idea has been built into 
the chamber which will, it is believed, prevent the future 
loss of lives. This is accomplished by building a “weak 
spot” in the chamber so that in case of a pressure of more 
than 1400 lb. per sq. ft. that these weak spots will blow 
out. On the outside of these weak spots heavy steel 
plates have been so placed as to offer a minimum re- 
sistance to the passage of the blast, and covering this 
framework on the outer wall is a layer of very light ma- 
terial of high heat insulating quality so connected to the 
plates as to be easily blown off by the inside pressure. 
Short wide passages formed by heavily reinforced con- 





crete walls connect the safety openings in the chambers 
directly with the outside of the laboratory building so 
that in case of an explosion the escaping gases and 
debris cannot reach the personnel. The plan of protec- 
tion, in connection with the automotive engine tests, was 
planned on a small scale model before being incorporated 
in the permanent design. 





CCORDING to a bulletin issued by the Department 
of Commerce, experience thus far demonstrates that 
the arrangements made for the use of: national ‘alcohol 
stocks as motor fuel in France have not proved satisfac- 
tory, but apparently the French intend to carry on the 
experiment for some time longer. The latest decree on 
the subject, dated July 5, 1924, and published in the 
Journal Officiel July 12, fixes the prices and the per- 
centage of alcohol which must be purchased by importers 
of gasoline and similar products into France during the 
period Oct. 1, 1924, to Sept. 30, 1925. 

The decree requires the purchase by importers of gas0- 
line of an amount of alcohol equaling 10 per cent of the 
quantity of gasoline or similar product declared for con- 
sumption. The prices at which alcohol will be sold by 
the Government vary from 105 to 120 francs per hecto- 
liter, according to grade, the price applying to denatured 
alcohol delivered at the establishment. 

Legislation similar to that enacted in France has been 
proposed or is pending in other countries, as far apart 48 
Uruguay and Sweden, and the development of the French 
efforts along this line will be watched with considerable 
interest by nations similarly situated with regard to petro- 
leum supplies. 
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Heavy Bodies 


RESENT standards in closed body construction 

demand a stiff chassis frame because the body it- 
self is a comparatively rigid structure which cannot 
be warped out of its normal shape to any consider- 
able degree without danger of injury to the body 
frame and panels. Rigidity, in the present method of 
body construction, is obtained by using structural 
members of comparatively large sectional dimensions 
and covering them with steel panels. 

This results in a very heavy body and the weight 
of the body, plus the requirement of a rigid founda- 
tion, demands a correspondingly heavy frame and 
running gear and a larger engine and transmission 
parts than would be needed otherwise. In short, the 
whole car is heavier than it need be if other standards 
prevailed. 

Since light weight in car construction is highly de- 
sirable so long as other desirable attributes are not 
sacrificed, it is well worth considering whether a dif- 
ferent type of body construction should be considered. 
If a relatively flexible and light body frame covered 
with a flexible material such as fabric leather can be 
employed, the chassis frame would not have to be 
made as stiff or as heavy as at present. 

This is the type of structure adopted by Weymann, 
but according to some body engineers it does not per- 
mit of such tightly stretched fabric or of door con- 
struction such as to prevent binding when the body 
is flexed as it is likely to be under some conditions of 
service. Just how serious this objection may prove, if 
well founded, remains to be seen, but Weymann at 
least has proved that much lighter closed bodies are 
entirely possible. 

While some American engineers do not look with 
favor on fabric bodies others have gone ahead with 
experiments, and at least one body company has put 
them on a volume production basis for replacements. 





Anti- Vibrating Device 


ONSIDERABLE interest attaches to the an- 

nouncement that one of the manufacturers of 
higher-priced four-cylinder cars has adopted the 
Lanchester anti-vibrator as standard equipment. 
This ingenious device, which was first brought out 
about ten years ago, has been rather slow in gaining 
recognition, which is probably due to the great mo- 
mentum which the movement toward increased cylin- 
der numbers had accumulated at the time the device 
made its appearance. 

The Lanchester anti-vibrator puts the four-cylinder 
engine on a par with the six as far as unbalanced 
Inertia forces are concerned. Of course, the six still 
has the advantage in respect to continuity of torque 


and vibration resulting from fluctuation of the torque 
reaction, all other factors being considered equal. But 
this difference will not be nearly as perceptible to 
the riding public as the one eliminated by the Lan- 
chester device, and for all practical purposes it may 
be disregarded. 

Fitting an anti-vibrator to a four-cylinder engine 
occasions considerable expense, and in the past de- 
signers generally have preferred to go to six cylin- 
ders; that, of course, added still more to the cost, but 
the prestige of the six-cylinder engine made it worth 
while. Adding to the number of cylinders is par- 
ticularly expensive in the case of the Knight type of 
engine, for it means additional valve sleeves and cyl- 
inder heads, besides the additional pistons, connecting 
rods, crankshaft throws, etc. It is, therefore, entire- 
ly logical that the anti-vibrator should have its first 
application in this country on a Knight engine. 





German Embargo 


LTHOUGH various elements in Germany have 
been looking forward to the lifting of the em- 
bargo on the importation of automobiles since the 
early part of the year, and a group of German dealers 
was in this country at the time of the International 
Motor Transport Congress to arrange for the rep- 
resentation of American cars, it now seems likely 
that nothing will be done in the matter until the end 
of the year. 

Germany at the present time is suffering from an 
industrial depression, and the automobile industry is 
among the branches most seriously affected. This, 
of course, lends force to the opposition to the early 
lifting of the embargo conducted by the German 
automobile: industry. There is another reason, how- 
ever, which also inclines the German Government to 
defer action in the matter. 

Under the Treaty of Versailles, Germany is com- 
pelled to grant “most favored nation” conditions to 
all of the allied nations and to admit free of duty 
all products of Alsace-Lorraine until the beginning 
of 1925. These concessions were made uncondition- 
ally, and the conditions of admission of German 
goods into the various allied countries were not sub- 
ject to negotiation. This state of affairs will be 
changed at the end of the current year, and from the 
German standpoint that evidently will be a much 
more favorable period for the lifting of the embargo 
than the present. 

In the meantime the London agreement concerning 
the adoption of the Dawes plan has been signed and 
France and Germany have entered into negotiations 
regarding certain commercial problems which may 
be regarded as an important first step in the re-estab- 
lishment of normal trade relations. 
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Our Industry Today— 


Manufacturing Pace of Last Month Probably Will 
Be Followed in September, Although Output 
May Not Reach as High a Figure 


NEW YORK, Sept. 1—Fewer working days in September may bring about 
a smaller total output of passenger cars than is estimated for August, but 
present indications do not point to a drop from the manufacuring pace of 
the past month. Demand has been stimulated by the introduction of new 
models and shipments have been going forward steadily so that in most 
cases dealers are reasonably well supplied without, however, being in any 


way overstocked. 

Repetition of the situation that con- 
fronted the dealers in the spring when 
stocks were high and demand small is 
being avoided and will be avoided in the 
future, according to manufacturers’ state- 
ments. New models have been shipped 
to dealers only in sufficient volume to, 
take care of current requirements and 
not against any great demand that may 
develop. 

Manufacturers are proceeding at the 
same steady gait that has attended op- 
erations for the last two months. The 
early part of August was reported to be 
slightly better in production than dur- 
ing the corresponding period in July, 
with schedules stepped up to turn out 
new models. During the same period 
sales showed improvement over the pre- 
vious month, though not reaching the 
level of a year ago. 

Programs for the remaining months of 
the year will be governed in a large meas- 
ure by the extent to which farmers be- 
come buyers. There has been some buy- 
ing on the part of the farmer during the 
last few weeks, according to reports from 
State and county fairs where automobile 
shows have been staged, but there will be 
no strong development until after Sept. 1. 


Farmers Interested 


Good reports have been received from 
Illinois towns where farmers attending 
fairs either placed orders for cars or 
showed an encouraging attitude toward 
purchasing in the future. In the past 
even interest on the part of the farmer 
has been noticeably absent. 

The same brighter prospects are ap- 
parent in rural communities of Ohio. 
In the Northeast section of the country, 
the horizon is brightening and with the 
general outlook as it is in farming com- 
munities, there should be a perceptible 
movement in the automobile retail mar- 
ket during the fall. 

Manufacturers are not giving definite 
form to schedules for very far in the 
future. As with dealer stocks, plent 


surplus of finished cars is being kept 
down to a minimum. 

Tire output continues at a high level 
for the season of the year, and the feel- 
ing prevails among some of the pro- 
ducers in the Akron district that the 
schedules now in force will be main- 








tained with little change during the rest 
of the year. The pick-up in tire pro- 
duction has been one of the features of 
the late summer. 


Conservative Note 


Sounded by Chicago 


Encouraging Conditions Pre- 
vail, However, in Automotive 
Markets 





CHICAGO, Sept. 2—Automotive manu- 
facturers of this district enter upon the 
new month amid more encouraging con- 
ditions than existed 30 days ago, but 
not sufficiently reassured to proceed 
with other than safe, carefully cal- 
culated factory programs. 

Conservatism will continue to be the 
big note of policy through September in 
practically every quarter of the indus- 
try, although it is expected that there 
will be some stepping up here and there 
in accordance with the immediate market 
interest. September very likely will 
record a noticeably larger output of 
automobiles and it will witness the re- 
opening of some allied plants that have 
been closed down because of unfavorable 
business conditions, as well as more or 
less extended activities on the part of 
others. However, as the manufacturers’ 
disposition at this time is to go no 
farther than meet the spot requirements 
of distributors and retail agencies, and 
as September is normally a sluggish 
vacation month, no great forward move- 
ment should be looked for. 


Look to Final Quarter 


It is to the last three months of the 
year that the industry is looking for 
better returns, although opinion as to 
what the final period should bring forth 
is found to exist in different shades. 
Some are more optimistic than others, 
yet the popular belief is that in spite of 
the presidential election in November the 
final quarter will make up for much of 
the slack period, with a swing into 1925 


on a healthy stride and with the outlook 
for 1925, at this distance, holding out 
bright promises. Replacement require- 
ments, neglected this year because of 
conditions, must be filled, it is argued, 
and hence it is reasonable to assume that 
many buyers will be in the market next 
year for such replacement units as they 
must have. 


Study Regional Conditions 


Many of the large automotive con- 
cerns have had observers on the road 
recently taking note of regional condi- 
tions and these reports indicate that the 
greater part of the country is on the 
mend. Very favorable reports regard- 
ing conditions in the East come in with 
consistency in both automobile and allied 
markets, while the Southwest has devel- 
oped into another brightly looming spot. 

The tone generally seems strengthen- 
ing and the farmer still is to demonstrate 
his influence. Corn husking will be 
from two to three weeks later than 
usual, with the marketing of corn ac- 
cordingly later than normally, which 
means that that farmers who are largely 
dependent on this crop will not be heard 
from materially on the normal sched- 
ule. Wheat and oats returns will come 
first. 

This State’s wheat crop on Aug. 19 
was reported at Springfield as being 55 
per cent threshed, with oats 34 per cent 
threshed. Threshing has been delayed 
by the late season and rains. Automo- 
tive interests are all set to capture a 
portion of the farmer’s business as soon 
as it develops. There has been some 
buying at this source, but it yet remains 
to take on volume proportions. 





100,000 Tires a Day 
Expected by Akron 


AKRON, Sept. 3—A new survey of 
tire production in this city places daily 
output close to 100,000, with some au- 
thorities stating that it is possibly higher. 
Manufacturers themselves have main- 
tained their position of making no state- 
ment relative to production. 

Existing supplies of skilled labor have 
been completely exhausted and the ef- 
forts made by present employees to 
bring their friends and relatives who 
formerly worked in Akron has done about 
all that can be done to bring new work- 
ing forces to the district, and the rubber 
companies are now reported to be making 
direct efforts to bring new workers into 
the factories and into the city. 

Competition is developing for labor 
between the Akron factories themselves 
and those located outside of the Akron 
district proper. Practically all the Ohio 
companies are in the same position 4s 
those in Akron and the labor scouts from 
these small mills are making constant 
efforts to attract labor away from here- 
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New Month Holding August’s Pace 





Tube production in some instances is 
higher than at any previous time in the 
history of the automobile tire industry. 

More of the industrial leaders now 
agree that it may be possible to con- 
tinue on a high production basis through- 
out the remainder of the year. 

It is believed in some quarters that 
with fairly good fall weather motoring 
will continue to demand tires until the 
automobile industry places its winter 
business and the dealers throughout the 
country start placing their orders for 
spring delivery. 

On the other hand, it is also thought 
that the winter production schedule may 
not be quite as high as that of previous 
seasons, due to the larger stocks with 
which the winter season may be entered. 
Original equipment business during the 
coming season will probably not be as 
large as that of last year, it is generally 
believed. 


Upturn Looked for 
by Detroit on 15th 


Business Neither Good Nor Bad 
and Factories Are Pursuing 
Conservative Course 


DETROIT, Sept. 2—Factory operations 
continue into September at much the 
same pace as has marked the month just 
concluded. No particular evidence of an 
upturn in business is expected until the 
month has advanced pretty well, the 
lith being set by most factories as the 
date at which revival signs will become 
noticeable, 

Though business throughout the coun- 
try is not bad, neither is it good, and fac- 
tories are not taking chances on pre- 
paring to meet a revival which after all 
may result in just a little stiffening of 
the present slow buying. Dealers can- 
not pursue aggressive sales _ policies 
under present conditions, as the used car 
market almost nationally is down and 
there is no encouragement in seeking to 
Improve it. 


Distribution Normal 


With nearly all new models now on 
the market, distribution of business is 
again close to the normal mark. That 
means that practically all factories are 
getting a share of what business there 
's, and are operating on a rather full 
basis. Production is by no means all 
that any factory can build, but it is 
enough to keep factory rolls practically 
complete and unemployment is at a 
minimum. 

General optimism continues to mark 
discussions of probable fall business, and 
it is optimism that is not all expressed 
for public consumption. Buying sched- 
ules indicate that heavier output is being 


planned for, and though parts and ma- 
terial makers are not getting prices they 
would like to get, they are confident that 
the next few months will restore them 
to a profitable basis of operations. No 
one is spending any more money than 
they can avoid, but all are prepared to 
spend it as soon as market conditions 
give indications that business is ready. 

There are no dealer stocks about the 
country and manufacturing schedules as 
at present in force are not intended to 
do anything more than meet a reason- 
able retail sales effort. It is entirely 
probable, judging from the attitudes of 
leading manufacturers as_ expressed 


now, that no cars will be built for any- 
thing but immediate demand until late 
in the year, and possibly not until the 
early months of next year. 

A considerable effort is being made by 
manufacturers outside of the leading 
group to recruit their dealer forces to 
more complete national representation. 
Special effort is being made at this time 
to bring their retail forces to the largest 
possible number so that they will be in 
position to meet business in all terri- 
tories as general conditions improve. 
This applies particularly in the farm 
districts, where representation at present 
is confined largely to a few leaders. 








The Week 
in the Industry 


Everybody seems to agree very 


heartily with Alfred P. Sloan that 


dealer stocks should be held to 
“‘reasonable’’ proportions and that 
overloading should be avoided. 


Many executives interviewed this 
week endorsed the views expressed 
last week by the General Motors 
president. If action is as unani- 
mous as opinion, it looks like a 
good winter for the retail and dis- 
tributing end of the business, and 
there is every indication that exec- 
utives mean what they are saying. 


Personals in the news record one 
pleasant and two tragic events. 
The former is the return of Alfred 
Reeves from an_ extended trip 
through Europe. The whole in- 
dustry welcomes him back. 


Death came to two famous race 
drivers during the week. Joe 
Boyer, Jr., died following a crash on 
the Altoona speedway, while Dario 
Resta was killed at Brooklands, 
England, when his car overturned 
during an attempt to establish new 
speed records. Through their pass- 
ing the automobile industry has lost 
two of its most admired and capa- 
ble representatives. 


Ford breaks into the limelight 
again by announcing that $1,000,- 
000 was added to the surplus of the 


Ford Motor Co. during the year 
ending Dec. 31, 1923. 


Another merger has been con- 
summated. The Charles B. Bohn 
Foundry Co. and the General Alu- 
minum & Brass Manufacturing Co. 
have joined forces under the name 
of Charles B. Bohn Aluminum & 


Brass Manufacturing Co. 


Moon and Overland are the new 
members of the Increased Price 
Club this week. Price advances 
also have been made by the Lange 
Motor Truck Co. Overland in- 
creases range from $30 to $55 and 


Moon from $50 to $100. 











Improved September 
Over 1923 Expected 


Cleveland Makers Find Heavy 
Demand for Closed Models— 
Stocks Depleted 


CLEVELAND, Sept. 2—Every factory 
in this district producing passenger 
cars reports heavy demand during the 
last week for closed models. The ma- 
jority of the automobile builders are 
predicting that sales for September will 
be considerably above those for the same 
month of 1923. 

In some instances it is said that fac- 
tories are considerably behind in their 
orders, and that production is being 
speeded up in order to care for the fall 
business. Other plants, which have just 
made a check of supply on hand of their 
distributors, state that there are fewer 
cars being carried now by dealers than 
for any time during the current year. 

The Cleveland plant reports that at 
the present time the factory is 1000 
cars behind orders on hand. 


Few Chandlers In Stock 


The Chandler, on the basis of orders 
already received, declares September 
sales this year will far out-distance 
those for the same time last year. A 
check-up of Chandler dealers has been 
made and shows that the combined total 
of cars in the hands of distributors is 
fewer than 900. Rollin reports that a 
canvass of distributors indicates that 
business during the coming 60 days will 
be even better than it has been in the 
past week. 

Practically the same report comes 
from the Peerless factory. Its distrib- 
utors have about cleared their show- 
rooms of any surplus cars. 

From the standpoint of the retail dis- 
tributors in Cleveland, the expression of 
the Dodge agency about covers the 
ground. This firm states that business 
at the present time is normal in every 
way for this season. Sales have shown 
a fair increase each week lately. 
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New York 


NEW YORK, Sept. 2—So far as the 
retail situation is concerned, August was 
an improvement over July and consider- 
ably better than June. With the en- 
couragement given by the August rec- 
ords, dealers in the metropolitan area 
look forward to a good fall. 

Not so much encouragement is re- 
ceived from used car dealers, among 
whom business is quiet. Light cars are 
moving fairly well, but with the higher 
priced cars there is scarcely any activ- 
ity. 

One phase of the month’s business 
was the offer of the representative of 
a popular make in the middle class to 
take in trade 1923 Fords, allowing the 
full price paid by the prospect. This is 
said to have given an impetus to this 
concern’s sales, it being possible to move 
the used cars taken in trade with little 
difficulty. 


Chicago 


CHICAGO, Sept. 2—Business was not 
up to expectations with some Chicago 
retailers in August although a great 
many sales for the month were satis- 
factory. 

A number of dealers complain that 
August was even under July which was 
only a little better than June, but where 
these cases brought down the total vol- 
ume it was swelled by August’s improve- 
ments in other quarters. Business is 
not coming easy. On the other hand 
salesmen are working hard for their 
. commissions and in order to make many 
of these deals it is necessary for the 
dealer to allow as much credit exten- 
sion as he can stand. Many chances to 
sell cars are turned down because of the 
prospects’ doubtful financial ability. 

Stocks of 1924 models are practically 
cleaned out except in isolated spots. 


Kansas City 


KANSAS CITY, MO., Sept. 2—Sales 
of new cars last month were perhaps 20 
per cent below sales in August, 1923, 
on the average. Some dealers in some 
localities report important gains in busi- 
ness. 

The chief immediate advance has been 
in new models, and in the rural districts 
where farmers did not have to pay all 
their wheat money liquidating debts. 

There is no surplus of new cars in 
stock, either in city or country, though 
in both classes of trade there are enough 
cars to meet the first call under the ex- 
pected surge of buying. Two or three 
lines of cars are said to be short, how- 
ever, one dealer getting cars now by 
express and some Ford dealers being 
behind on orders. One Ford dealer is 
reported to have sold more cars in the 
last three weeks than in the previous 
11 months. 
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| ETAIL sales during August in- 

creased in volume over the pre- 
vious month, according to reports 
from correspondents of Automotive 
Industries in leading distributing 
centers. The reports present a 
good outlook for fall business. 

One of the most encouraging 
phases of the situation is the fact 
that few dealers have on hand any 
stock of 1924 models. 

In some sections farmers already 
have started to buy cars and trucks. 








A note of caution is sounded by bank- 
ers, who suggest that farmers will not 
spend all their money at once, but wil! 
see how it feels to have money ahead. 
Business men, however, expect that the 
farmers will be ready to spend the sur- 
plus in a few weeks or months. The 
motor car industry anticipates the best 
year in history in 1925. 

Motor trucks, it is said, are selling 
better than cars, in the rural districts, 
specially for wheat hauling. The big 
crop was a tax on transportation facili- 
ties. And August saw the moving of a 
great proportion of the crop harvested 
and threshed in July. The city motor 
truck demand has not shown signs of 
revival as yet. 


Philadelphia 


PHILADELPHIA, Sept. 2—The pos- 
sibilities of satisfactory fall business in 
the automobile trade are generally con- 
ceded to be good in this territory. Sales 
of cars in general declined a little toward 
the end of August, bring transactions to 
a normal decrease from the previous 
month. 

Dealers’ stocks have been well cleaned 
out, even one or two of the big dealers 
and distributors, who were known to 
have been well loaded up as late as the 
latter part of June and first portion of 
July, having disposed of practically the 
whole lot on their floors and in ware- 
houses. 


Des Moines 


DES MOINES, IOWA, Sept. 2—Iowa 
automobile dealers as well as Iowa 
farmers are anxiously watching the 
progress of the corn crop. Although 
the crop is at present a full three weeks 
behind normal, it is hoped that heavy 
frosts will be delayed until the latter 
part of this month and that the crop 
will have opportunity to mature. 

Most Iowa dealers have wiped out 
their stock of 1924 models and are ready 
to concentrate on the new models. 

Business during the last 30 days has 
been fair considering the uncertainty 
surrounding crop conditions and the dis- 
turbance created by the introduction of 
new mcdels. 
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Milwaukee 


MILWAUKEE, Sept. 2—With August 
sales having shown marked improve- 
ment over July, dealers and distributors 
of passenger cars in Wisconsin look for. 
ward to a splendid fall business volume, 

While the greatest improvement has 
been shown by those dealers who have 
been holding their own throughout the 
period of depression, there has also been 
a pick-up noted among those who suf. 
fered most painfully from the lack of 
sales during the early summer months, 
The present outlook gives promise of a 
new lease of life for many small dealers, 
and indicates a period of real prosperity 
to the leaders in the local field. 

In general those dealers who have new 
models to handle this fall have been very 
fortunate in disposing of their old series 
cars. 


San Francisco 


SAN FRANCISCO, Sept. 2—Though 
automotive vehicle registrations for July, 
1924, fell about 26 per cent under the 
sales record for July, 1923, there was 
some recovery in August, and September 
opened with prospects of one of the best 
fall seasons the dealers of central and 
northern California have had. 

The foot and mouth disease quarantine 
has been removed throughout the State, 
prospects for sales of the grain and fruit 
crops are considerably improved, money 
on loans for more than one year has 
dropped from 7 per cent to 5% and 6 
in this section, and consistent advertising 
campaigns informing the people of the 
beauties and comforts of touring on va- 
cations—all these factors have combined 
to make the buying public turn more 
strongly to the automobile. 


Columbus 


COLUMBUS, OHIO, Sept. 2—There 
was a noticeable increase in business in 
the central Ohio territory during August 
as compared with June and July and 
it is believed that September will show 
a further gain. New models which 
have appeared have stimulated demand. 
Decided improvement has come in gen- 
eral industrial conditions and this is re- 
flected on the automobile trade. Stocks 


are pretty well cleaned up. 


Toledo 


TOLEDO, Sept. 2—Toledo dealers re- 
port business in August at much the 
same gait as in the previous month but 
are hopeful that automobile sales will in- 
crease considerably in September. 

Practically all dealers are cleared of 
1924 models. There are only about two 
or three exceptions here and they are 
fast liquidating stocks. 


(Conditions in other cities on page 459) 
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Greater Pick-Up 


Cleveland 


CLEVELAND, Sept. 2—The sales of 
new cars in this territory during August 
dropped below the volume for July. Total 
transfers in the office of the county clerk, 
which cover both new and used cars, were 
greater in August of this year than in 
the same month last year. 

While some of the dealers have dis- 
posed of their 1924 cars the majority 
have not. The stock is said to be heavier 
than ordinarily is the case at this season 
of the year. Dealers have commenced to 
advertise their 1924 cars at a slight re- 
duction in order to get them out of the 
way. . 


Detroit 


DETROIT, Sept. 2—August business 
will run about the same as July, with 
possibly a small increase. After the 
fifteenth of the present month sales are 
expected to show an upward trend with 
the return of most vacationists to the 
city, but big volume is not expected by 
anyone, 

Dealers have no stocks of new cars 
to contend with, and used cars are also 
In fairly normal condition. Extreme 


sales effort is required to move used cars, 

and trading is not being encouraged. 
Conditions in the State are expected 
show a somewhat better reaction as 

the month progresses, as many of the 


in Sales Is Expected During September 


industries are getting back into activity 
and farm conditions are also good. 


Louisville 


LOUISVILLE, KY., Sept. 2—The 
total sales for August in Louisville in- 
dicate that the automobile business con- 
tinues to maintain the firm tone estab- 
lished in the preceding morth. Com- 
parisons with 1923 figures however, 
show that this territory is still below 
the record of last year. 

Dealers individually differ in their 
estimate of present conditions. Several 
of the most popular makes of cars from 
national standpoint are not doing as 
well as others which are rapidly forging 
to the front. 


Cincinnati 


CINCINNATI, Sept. 2 — Cincinnati 
dealers are looking forward to a good 
fall business. The industrial situation 
here is beginning to show improvement 
and this is encouraging to both retailers 
and distributors. The big majority of 
dealers have no 1924 stock. While busi- 
ness has not been up to the standard 
hoped for, the volume of sales has held 
up well when the unfavorable economic 
and industrial condition is considered. 

Heavy calls are being received by Cin- 
cinnati distributors for cars to be deliv- 
ered to dealers in Cincinnati territory. 





St. Louis 


ST. LOUIS, Sept. 2—The change for 
the better which was noted during the 
month of July in the automobile business 
in St. Louis and vicinity was more pro- 
nounced during August, and the increase 
in sales gives excellent promise of hold- 
ing out through the fall. 

Dealers are prepared to handle good 
assignments from the factories during 
the fall. The used car situation is very 
satisfactory, it being said in some quar- 
ters that used car stocks are below nor- 
mal, and those on hand have been bought 
at a price which will enable the dealer 
to come out very nicely on them. 


Boston 


BOSTON, Sept. 2—Motor car sales in 
New England kave shown a tendency to 
pick up during the last few weeks. 

Generally speaking, New England, 
that gives first evidences of a slowing 
down and is the first to show signs of 
coming back, is pointing the way to a 
good business from now on. 

Distributors are about cleared of 1924 
cars with the exception of a few hundred 
scattered about the territory. They are 
now receiving the 1925 models but not 
in the large volume of the past. 


(Conditions in other cities on page 467) 
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AUGUST PRODUCTION PLACED AT 268,477 
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MONTHLY PRODUCTION OF CARS & TRUCKS 


NUMBER OF CARS (1 THOUSANDS) 


TTTET: 


= 


1921 


Gain of 2 Per Cent 
Reported Over July 


Ageregate for Eight Months Is 
184.910 Below Same Period 
of Last Year 


NEW YORK, Sept. 2—August produc- 
tion of cars and trucks increased 2 per 
cent over July, according to estimates 
made by the National Automobile Cham- 
ber of Commerce, based on shipping re- 
turns. The count is given at 268,477, as 
compared with 262,876 in July, and is in 
keeping with the weekly reports during 
August, which told of even production, 
without any marked increases. Un- 
doubtedly the fact there were no holi- 
days last month contributed to the gain. 

With August’s 268,477, the total for 
the eight months this year is 2,529,517, 
which is 184,910 below the same period 
in 1923, which returned 2,714,427. This 
would seem to set at rest any possibility 
of last year’s record breaking output 
being reached by the industry. It also 
shows that conservatism rules among 
the makers, who are not trying to see 
how many cars they can turn out, but 
how they can meet the immediate needs 
of their distributors and dealers. There 
seem to be no signs of overproduction 
and recent increases undoubtedly have 
been brought about by the introduction 
of new models. 

It is estimated that no one will attempt 
anything like capacity production this 
month, although it is thought that in 
another month or so some factories will 
take advantage of approaching winter 
and the consequent slowing up of retail 
sales to accumulate sufficient cars to 
meet spring’s demand. It goes without 


saying, however, that there will not be 
the overproduction of last winter and 
whatever stocks are warehoused will be 
only what conservative opinion as to next 
year’s early needs will justify. 
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Aug., 1924 (est.), 


268,477 


July, 1924...262,876 
Aug., 1923. ..345,271 











c 1923 


~ 
Cars Trucks 
EE Lee 223,822 19,732 
a Ere 254,782 22,173 
NETS in oss chives 1 dsCURS 319,789 35,284 
rela es ,661 38,085 
SE ree pone repnaee 350,460 43,730 
ere 4 337,442 41,173 
RE a 297,413 30,692 
ee ener 314,431 30,872 
a 298,964 28,578 
EN Ns asa ciate are Sg eva 335,041 30,139 
November ............. ‘ 28,073 


* Estimated. 





August Production Increased 2 Per Cent Over Figure for July, 
According to Estimates Made by N. A. C. C. 


NEW YORK, Sept. 2—Estimates based on shipping returns by the National 
Automobile Chamber of Commerce place August production of cars and trucks at 
268,477, an increas; of 2 per cent over July. 


The following table gives the statistics for the first eight months of 1923 and 1924: 


ra Output—_.,, r——Carloads——, --Driveaways—, 7-— Boat, 

1924 1923 1924 1923 1924 1923 1924 1923 

Jantary <2... 316,278 243,554 46,474 35,423 41,489 30,072 1,024 728 

February ..... 367,527 276,955 52,224 36,137 42,594 43,620 427 882 

Sr 382,474 355,073 54,545 44,995 41,555 63,017 495 1,888 

are 373,203 382,746 48,030 46,102 37,741 60,483 4,156 5,028 

D's! sraiwiace ash 312,865 394,190 35,510 45,402 32,756 62,357 8,338 12,818 

RAPS ee 245,817 378,575 26,046 40,291 25,205 59,110 7,321 13,494 

7 eas: 262,876 328,063 28,055 32,837 26,090 46,946 7,500 10,135 

August ....... 268,477 Te ee eT eee 45,958 cone 10,088 
Factory shipments and output for the other months of 1923 and 1922 follow: 

cra———Output—,, r—Carloads——, -~Driveaways—, -~—Boat—~ 

1923 1922 1923 1922 1923 1922 1923 1922 

September .... 327,506 207,206 35,986 26,335 39,653 30,177 8,463 8,118 

October soe oe 239,406 42,236 27,100 37,947 35,203 7,663 7,605 

November .... 312,996 237,329 38,133 27,232 32,959 27,376 6,413 5,070 

December .. 303,201 228,410 34,984 27.244 27,608 26,743 4,000 1,307 


Motor vehicle production segregated as to cars and trucks is as follows: 


Cars Trucks 
| Te re 275,472 27,762 

-—— 1924 

Cars Trucks 
Ore. 287,353 28,925 
ee eee 336,371 31,156 
re 348,356 34,118 
ER Pee 337,045 36,158 
Ee ee 279,453 33,412 
| SE ee te 217,943 27,874 
sind cise ae bine Ca Sa 237.652 25,224 
PS Gaseas dove cose 242,477 26, 











Joint Stock Company 
Organized by Citroen 


PARIS, Aug. 26 (by mail)—Capital- 
ized at 50,000,000 francs, the Citroen 
Automobile Co. has been changed into a 
joint stock company under the title 
Société Anonyme André Citroen, with 
registered offices at 143 Quai de Javel, 
Paris. 

The capital is represented by 100,000 
shares of 500 francs each, of which 30,000 
are A shares, each one giving a right to 





10 votes at the company’s meetings, and 
70,000 are B shares, giving a right to 
one vote each. André Citroen holds all 
the A shares and 30,000 B shares. 

Citroen’s output is now averaging 300 
cars a day, which is the highest ever 
attained by any European automobile 
factory. This represents two models, 4 
5-hp. two-seater and a 10-hp. furnished 
in a variety of body styles. A six-pas- 
senger car having a four-cylinder 3.1 by 
5.5 in. engine and fitted with mechanical 
four-wheel brakes has been prepared and 
is ready for production. 
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Automotive Industries 
September 4, 1924 


Reeves Sees Sales 
Abroad on Increase 


Says That 1925 Will Be Better 
Year—Cooperation with 
Dealers Essential 





NEW YORK, Sept. 2—Investigation of 
export possibilities during a two months’ 
trip abroad leads to the prediction by 
Alfred Reeves, general manager of the 
National Automobile Chamber of Com- 
merce, that American manufacturers will 
sell more cars in Europe in 1925 than 
they will this year. 

Mr. Reeves returned on the Berengaria 
and is prepared to go into details as to 
the results of his trip when he meets 
directors of the chamber at their Sep- 
tember meeting here this week. 


Exports of 400,000 This Year 


“Our American industry will probably 
export more than 400,000 cars and trucks 
to 114 foreign countries this year, with 
England as the best prospect among the 
countries of Europe,” Mr. Reeves said 
in summing up the results of his obser- 
vations. The outlook for big business 
is bright, he thinks, but in order to get 
it the American industry must furnish 
cooperation that will enable their rep- 
resentatives abroad to meet the needs of 
their customers. 

Mr. Reeves said further: 

Broad markets for American cars and 
trucks in Europe are certain to follow the 
readjustments now being made and more 
especially when our American industry car- 
ries out its plans for bettering the funda- 
mentals that make for increased motor car 
use, such as our manufacturers through their 
trade organization have done in this country. 

These fundamentals include working for 
improved roads, paying a proper share of 
taxes, securing better parking and _ traffic 
conditions, fair gasoline price and registra- 
tion fees to be expended on the highways, 
and similar education and sales promotion 
work, In other words, our manufacturers 
must lend a helping hand in assisting the 
foreign dealers and manufacturers in pav- 
ing the way for a more general use of motor 
cars in Europe and elsewhere. This work is 
necessary because abroad the use of the 
automobile has been -handicapped by high 
gasoline taxes and registration fees. 


Must Cater to Foreign Taste 


After declaring that general condi- 
tions in Europe are improving, Mr. 
Reeves took up in turn each of the coun- 
tries visited by him, prefacing his re- 
marks by declaring that, in order to sell 
American cars abroad, it is necessary to 
8ive the foreigners what they want. 
He thinks there should be improved 
Painting jobs for one thing, with more 
color. Ford, he says, realizes this and 
Paints his cars gray in Europe. Better 
tops are demanded because of the fash- 
on of driving with tops down, while 
upholstery must slope. The foreigners, 
too, like low-hung cars. These are only 
a few of their characteristic ideas as 
to the modern car. 


(Continued on page 464) 








Business in Brief 


Written exclusively for AUTOMO- 
TIVE INDUSTRIES by the Guaranty 
Trust Co., second largest bank in 
America. 


NEW YORK, Sept. 3—Further 
evidence of improvement in trade 
last week was accompanied by re- 
ports of increased industrial activ- 
ity in several sections. Steel pro- 
duction is now said to be at more 
than 50 per cent of capacity, as 
against 40 per cent in June. Con- 
ditions in the Middle West continue 
to improve with the marketing of 
the grain crops. 


The sharp break in the price of 


cotton, which followed the publica- - 


tion of the official forecast was suc- 
ceeded by a sudden recovery due to 
unfavorable crop reports. Rapid 
deterioration has taken place re- 
cently, with drought as the chief 
factor, although weevil damage is 
also greater than has been reported 
previously. Private agencies gen- 
erally estimate conditions as lower 
than those shown in the official re- 
port. 


Car loadings in the week ended 
Aug. 16 reached the largest total of 
the year to date, numbering 952,- 
888, as against 942,198 in the pre- 
ceding week and 1,039,938 in the 
corresponding period last year. For 
the first 33 weeks of this year the 
total was 29,554,024, comparing 
30,993,391 last year and 25,803,985 
two years ago. 


Production of crude petroleum in 
the week ended Aug. 23 was also 
the largest so far this year, averag- 
ing 2,037,700 barrels a day, as com- 
pared with a daily average of 2,- 
029,650 barrels in the preceding 
week and 2,242,400 in the corres- 
sponding period last year. The in- 
crease was due chiefly to a large 
gain in output in Oklahoma. 


Factory payrolls in New York 
State in July are estimated to to- 
tal $32,000,000, which is a half mil- 
lion less than in June and $6,000,- 
000 less than in July of last year. 
A tendency toward lower wage 
scales is also reported, the move- 
ment being most general in textile 
mills. Shoe and metal workers 
also have accepted wage reductions. 


Fisher’s index of wholesale com- 
modity prices stood at 147.4 last 
week, comparing with 147.1 in the 
preceding week. 


Discounts by Federal Reserve 


banks increased $3,300,000 during 
the week ended Aug. 27. 








MORRIS PRICES REDUCED 


LONDON, Sept. 2 (by cable)—Prices 
of Morris cars have been reduced 12 per 
cent, it is announced. 


Overland Increases 
Some of Its Prices 


Advance Ranges from $30 to $55 
—Lists of Special Open 
Cars Unchanged 


TOLEDO, Sept. 2—Willys-Overland, 
Inc., has announced an increase in price, 
ranging from $30 to $55 on the Over- 
land cars, the phaeton and sedan models 
going up $35 and $55, respectively. No 
advance has been made on the “Touring 
de Luxe” model on the 100 in. chassis, 
and all the special open cars on the 106 
in. wheelbase chassis remain unchanged. 

The following table gives the old and 
new price schedules: 

Old price New price 


2-passenger roadster...... $495 $530 
5-passenger phaeton....... 495 530 
2-passenger coupe........ 650 695 
5-passenger coupe sedan.. 655 685 
5-passenger sedan......... 795 850 
5-passenger Blue Bird 
eC ee Te 725 725 





Moon Announces Price 
Schedule for New Line 


ST. LOUIS, Sept. 2—Following the 
recent announcement of price advances 
ranging from $50 to $100, the Moon 
Motor Car Co. today made public the 
new prices of the 1925 models of Moon 
ears. All four chassis are now equipped 
with hydraulic four-wheel brakes, genu- 
ine balloon tires and steel disk wheels 
as standard equipment without extra 
cost. 

The price schedule of the 1925 line is 
given below: 


SERIES “A” 
4-passenger roadster.............. $1,450 
5-passenger touring............... 1,395 
5-passenger sedan 2 d............- 1,695 
5-passenger sedan 4 d...........-.. 1,795 
“NEWPORT” 
5-passenger phaeton............... 1,595 
SaPRGGGNEST COUNGs. 2 6c cc cccccccess 2,035 
S-PGSSONMEP GOGGIN. «0. cccccciecccas 2,045 
5-passenger *Petite sedan......... 2,245 
“METROPOLITAN” 
5-passenger phaeton............... 1,695 
G-PASSOnger GOGAM.. .. 2. cccccccccs 2,135 
5-passenger *Petite sedan......... 2,245 
“LONDON” 
5-passenger phaeton............... 2,095 
7-passenger *Petite sedan........ 2,885 
*All Petite sedans of various models carry 
six wheels, trunk rack and body rails as 


standard equipment. 





LANGE TRUCK PRICES HIGHER 


PITTSBURGH, PA., Sept. 2—The 
Lange Motor Truck Co. has advanced 
the prices of its trucks $200. The fol- 
lowing shows the old and new prices: 


Tons Old New 
Model Capacity Price Price 
V2 Y2 $2,750 $2,950 
E 2’ 3,450 3,650 
- 32 4,450 4,650 
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Ford Surplus Gains 
100 Million in Year 


Most of Gain Was Made in First 
Half—Total of 1,833,812 
Units Produced 


LANSING, Sept. 3—Complying with 
the requirements of Michigan laws, the 
Ford Motor Co. has filed with the Sec- 
retary of State its balance sheet for the 
year ended Dec. 31, 1923. This shows a 
surplus of $442,041,081, an increase of 
$99,242,888 over 1922. Of this net gain, 
all but $27,911,923 was made in the first 
half. Production for the year totaled 
1,833,812 units. 

Assets and liabilities total $637,396,- 
834, as compared with $597,339,236 in 
June, 1923, and $504,802,900 on Dec. 31, 
1922. 

The balance sheets of 1923 and 1922 
compare as follows: 

ASSETS 
Dec. 31, 1923 Dec. 31, 1922 
Real Estate, eqp., etc.$250,084,685 $186,515,333 








Cash & Receivables.. 251,173,583 232,674,302 
BOOUTINIOS ..ias0i00%es 40,963,073 18,487,994 
Mdse. and Supplies... 94,328,306 66,565,725 
Prepaid expenses..... 847,187 559,546 
Total ............$637,396,834 $504,802,900 
LIABILITIES 
Accounts payable....$ 51,002,155 $ 30,554,657 
Employees’ invest- 
| eran rere 20,357,782 14,403,721 
Accrued exp. and tax 37,253,093 40,179,563 
Reserve for deprecia- 
ae eee ee €9,295,195 59,451,336 
Amortization patents 183,028 150,930 
Capital stock........ 17,264,500 17,264,500 
NS reer 442,041,081 342,793,193 
ON 5 devcnws.cee $637,396,834 $504,802,900 





Chrysler Sales Exceed 


Best Previous Period 


DETROIT, Aug. 29—Weekly telegrams 
from all Maxwell-Chrysler district offices 
indicate that in the three weeks ending 
Aug. 16, the sale of Chrysler cars to 
the public exceeded the record of any 
other three weeks since the introduction 
of the Chrysler. Retail Chrysler sales 
in August are running 13 per cent ahead 
of June, despite the fact that June is 
usually considered one of the best and 
August one of the poorest selling months 
of the year. 

Dealer stocks have been brought up 
to normal in the last four months so 
that the Chrysler factory will now be 
relieved of the burden of building up 
stocks in the face of unprecedented re- 
tail demand. The great volume of re- 
tail business insures steady production 
at the factory for the balance of the 
year. Maxwell sales are also reported 


holding up strongly, despite the season. 

Retail sales in August, as well as in 
July, have been running higher each suc- 
ceeding week, and Maxwell dealer stocks 
are only six days above the low stock 
figure of a year ago. 


In the last four 





POSITION OF FARMER 
BEST IN 47 MONTHS 


WASHINGTON, Sept. 4—The 
financial position of the American 
farmer, one of the largest potential 
group purchasers of automobiles 
and trucks, is at its highest point 
at any time during the last 47 
months. This is shown in a sur- 
vey, as of Sept. 1, completed by 
the Department of Agriculture. 

The figures show that the com- 
bined exchange value of 16 leading 
farm products on Aug. 1 was 83, 
as an index number, as compared 
with the 1913 base of 100, being 
“the highest point reached in 47 
months,” the department declares 

- and adds: 

“The financial position of farm- 
ers as measured by the exchange 
value of their products for non- 
agricultural commodities, including 
clothing, fuel, automobiles, metals, 
building materials and housefur- 
nishings, is gradually working to- 
ward a pre-war parity.” 





stituted. 








months dealer stocks have been reduced 
50 per cent. This means that increased 
factory output will be necessary. 





Interlocking Cord Tire 
Assets Soon to Be Sold 


AKRON, OHIO, Sept. 2—Attorney 
Stanley Denlinger, trustee in bankruptcy 
for the Interlocking Cord Tire Co., states 
that the assets of this company will be 
sold within the next two weeks, and the 
affairs of the company closed. 

The assets of the company, located 
at Mogadore, have been appraised at ap- 
proximately $40,000, although the orig- 
inal cost of the buildings and machin- 
ery was placed at the time the plant 
was built at more than $500,000. 

The present liabilities amount to more 
than $115,000, according to Mr. Den- 
linger. The company was placed in re- 
ceivership four years ago, but this re- 
ceivership was raised subsequently when 
stockholders obtained new funds for the 
operation of the company. The pres- 
ent bankruptcy resulted from the failure 
of the stockholders to operate the plant 
at a profit. 





Italian-French Plant 
to Be Built in Poland 


LONDON, Aug. 28 (by mail) —The Les 
Etablissements Mecaniques “Ursus” is 
about to construct an automobile factory 
at Czechowice, near Warsaw. This fac- 
tory will be constructed on the lines 
adopted abroad and will contain a foun- 
dry for stamping out parts. The Italian 
Ansaldo Co. and the French Berliet Co. 
are financing the project. 

It is stated that the Polish Ministry 
of War has already placed an order for 
1050 vehicles with this factory. 
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2 Companies Merge 


with Bohn at Head 


Charles B. Bohn Aluminum & 
Brass Manufacturing Co. Is 
Result of Merger 


DETROIT, Sept. 3—Directors of the 
Charles B. Bohn Foundry Co. and the 
General Aluminum & Brass Manufac. 
turing Co. have agreed to merge their 
interests in one company, to be known 
as the Charles B. Bohn Aluminum & 
Brass Manufacturing Co. The action is 
subject to ratification by stockholders, 
but control in both companies vests with 
directors. The merger is brought about 
through the efforts of A. B. Turner of 
Boston. 

Charles B. Bohn, president of the com- 
pany bearing his name, will assume the 
presidency of the merged companies. He 
will be assisted by the members of the 
present organizations, as they are con- 
The board of directors will 
consist of members of the present organ- 
ization, together with Leo M. Butzel, 
lawyer, and a member to be chosen to 
represent the bondholders. 

The company will continue the manu- 
facture of bronze babbitt-lined bearings 
for gasoline engines, together with alu- 
minum and brass castings for the auto- 
motive industry. The combined capacity 
in these lines probably will be the larg- 
est in the United States, it is declared. 
Business of the two companies in 1923 
aggregated more than $10,000,000. 
Plants of both companies are here and 
total assets are approximately $6,000,- 
000. Through the merger it is estimated 
production can be increased and operat- 
ing expense decreased. 

By the terms of the merger General 
Aluminum & Brass stockholders will re- 
ceive one share of non-par value stock 
and $4 in cash for each present share 
of non-par value they now hold. The 
new stock will pay dividends at the rate 
of $1 a year, the average past earnings 
of the two companies assuring this fig- 
ure. 

Charles B. Bohn Foundry Co. was in- 
corporated April, 1918, and the General 
Aluminum & Brass Manufacturing Co. 
in May, 1912, both in Michigan. Both 
companies have paid large dividends and 
have accumulated large surpluses. 





Chevrolet Driveaway 
Brings Half Holiday 


MILWAUKEE, Sept. 2—One of the 
largest driveaways on record here was 
the departure of 350 Chevrolet cars from 
the branch factory at Janesville, Wis. 
destined for retail markets in Wisconsin, 
Upper Michigan and Chicago. Plant ¢ 
ficials made much of the occasion, alu 
G. J. Gates, sales manager, conducted 
a notable celebration. 

A half holiday was declared, and the 
employees participated with the officials, 
dealers and pilots in a picnie. 
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“Reasonable” Stocks 
Favored for Dealers 


Plant Executives Give Views Fol- 
lowing General Motors’ 
Announcement 


DETROIT, Sept. 2—Any stocking of 
dealers beyond the requirements of their 
immediate markets can be controlled and 
should be kept within reasonable limits, 
according to expressions by factory ex- 
ecutives, following the announcement of 
General Motors future sales policy by 
President A. P. Sloan, Jr. Aside from 
a reasonable stocking for spring trade, 
dealers should not be expected to carry 
more cars than they can turn over with 
profit within a given time, executives 
say, and, it is asserted, no contrary fac- 
tory policy can long be enforced. 


Dealer Conditions Differ 


The setting up of any specific percen- 
taze of a year’s allotment as a maximum 
stock at any time is regarded, however, 
as a very difficult procedure to enforce 
owing to changeable conditions of the 
market, and the entirely different condi- 
tions surrounding each dealer’s estab- 
lishment. A percentage that would be 
reasonable for one dealer would be en- 
tirely too small or too large for the 
next; setting up a condition where the 
sales manager’s judgment and experi- 
ence must determine what each dealer 
should have. 

Regardless of what a dealer’s allot- 
ment for the year is, his operating cap- 
ital is largely the determining point of 
what stock he shall carry. Were capi- 
talizations in proportion to the amount 
of business done, a proportionate stock 
might be determined, but with a condi- 
tion of undercapitalization still existing, 
it is necessary to base all shipments en- 
tirely on what a man can carry and still 
operate successfully. 

There is no question but that when a 
retail business is at a standstill for any 
reason, shipments from the factory must 
be stopped. A year’s allotment cannot 
be considered when unforeseen condi- 
tions arise. If the dealer is unable to 
sell, whatsoever the fault, the factory 
must cooperate in that territory to the 
extent of keeping the car supply down, 
80 that a change in dealers when re- 
quired will not face impossible market 
conditions. 


No Inducement to Buy Early 


A large part of the difficulties of the 
Present spring was due, say some exec- 
utives, to the extreme stocks of cars 
everywhere, and to the fact that practi- 
ally all potential buyers knew of them. 
Not only was there no inducement to get 
an order for a car in early, but buyers 
held back expecting price reductions and 


these not coming demanded high allow- 
ances on traded in cars. 

With the failure of spring buying to 
materialize in the volume planned for, 
Production at factories was cut to the 


bone, in many cases factory wheels be- 
ing kept barely turning, so that dealers 
might have a chance to get out without 


loss. If shipments were being made to 
dealers during this period it was mainly 
to aid in sustaining the general business 
of the country. Dealer credit was se- 
verely strained, and some mortality en- 
sued, but had business generally become 
widely depressed, retail car sales would 
have dropped out of sight and the entire 
dealer structure threatened. 

The factory sales manager should 
know conditions in every territory, say 
officials, and should make all shipments 
to dealers entirely on what he knows the 
dealer can sell there. A 30 days’ supply 
of cars is not unreasonable in any case, 
and a 45 days’ supply not excessive 
where a dealer has any capital or stand- 
ing, say officials, but aside from during 
the months of December, January and 
February, dealer stocks should never 
exceed this supply. 

Stocking during the winter is sound 
business, despite the experience of the 
present year, executives declare. Though 
adinitting the all-year operating quali- 
ties of cars, and the probabilities of good 
closed car business through winter 

(Continued on page 468) 


Pikes Peak Hill Climb 
Again Won by Loesche 


DENVER, Sept. 1—Otto Loesche, driv- 
ing a Lexington, gained permanent pos- 
session of the Penrose trophy today 
through his third victory in the main 
event of the Pikes Peak hill climb. He 
made the 12% miles in 18 min. 15 sec. 
Charles H. Myers in a Studebaker was 
second in 18 min. 15 2/5 sec., both break- 
ing Mulford’s record of 19 min. 16 sec. 

There was an inch of snow on the 
upper stretches, with the temperature 
24 degrees. The first two cars escaped 
the fog and hail which handicapped 
Brinker and others. 

Others in this event finished as fol- 
lows: H.S. Brinker, Peerless, 18:55 4/5; 
Clarence Lawton, Lexington, 19:05 4/5; 
A. M. Cline, Lexington, 19:38 4/5; A. P. 
Bentrup, Essex, 20:13 1/5; C. M. Hub- 
bard, Hudson, 22:04; R. Anderson, Olds- 
mobile, 24:34; W. F. Frammel, Packard, 
24:41; Angelo Juliano, Hudson, 25:16 1/5; 
A. C. Alger, Allen, 26:38 1/5; Ott Davos, 
Chandler, 27:22 3/5; H. L. Chapin, 
Dodge, 35:54 1/5. 

Robert Rudd, Lexington; Robert Bach, 
Essex, and Roger Pendergroft, Essex, 
failed to finish. 








Portugal Places Limit 
on Automobile Imports 


LONDON, Aug. 27 (by mail)—The 
Portuguese Government has forbidden 
the importation of passenger cars, with 
or without bodies, that weigh less than 
5000 kilos, as well as separate bodies 
for such automobiles. 

This prohibition does not include cars 
which were on their way from the coun- 
try of origin on Aug. 6, last. Neither 
are such vehicles to be included that 
were already on order by importers. 


Checker Cab Plans 
to Sell More Stock 


Will Issue 38,250 Shares of 
Class A, Increasing Working 
Capital $765,000 


KALAMAZOO, MICH, Sept. 2 — 
Working capital of the Checker Cab Man- 
ufacturing Co. of Kalamazoo is to be 
increased $765,000 by the sale of 38,250 
shares of class A stock at $20 a share, 
according to announcement made at 
the executive offices of the concern. 

This is the result of recent action 
calling for readjustment of the capital 
structure of the company whereby the 
authorized capital will be 100,000 shares 
of class A participating stock and 100,- 
000 shares of class B stock, instead of 
30,000 shares of class A and 100,000 
shares of class B stock. 

Under the new provisions, present 
holders of class A stock are allowed to 
subscribe for 1% shares of new class A 
stock for every share now held, on a 
price basis of $20 a share. This privi- 
lege expires Sept. 6. The new stock 
has been admitted to trading by the New 
York Curb market. 

“The additional capital is needed to ex- 
pand our business,” said W. L. Krone- 
berger, director of sales and advertising. 
When we purchased our plants in this 
city we paid cash for them and have 
never been forced to resort to bonding. 
That method drew rather heavily on 
our resources, the result being the de- 
cision to increase our outstanding capi- 
tal.” 





Cromwell-Dodge Makes 
Change in Certificate 


NEW YORK, Sept. 2—Incorporation 
under the New York law of the Crom- 
well-Dodge Co., Inc., with a capital of 
$200,000 and a surplus of $50,000 is an- 
nounced, and the Superintendent of 
Banks of the State of New York has 
formally approved the company’s certifi- 
cate and authorized it to begin business. 

This New York incorporation, how- 
ever, does not mean the launching of a 
new business, for the Cromwell-Dodge 
Co. has been operating as a Delaware 
organization since June, 1923, with head- 
quarters in Philadelphia and branches 
in Pittsburgh and New York, financing 
Dodge sales exclusively. The New York 
law specifying that no corporation can 
go under the State banking law with a 
preferred stock, it was decided to incor- 
porate under the new name of Cromwell- 
Dodge Co., Inc., and overcome the ob- 
stacle to New York operation. 

No change in personnel has been made, 
and the business will be carried on as 
before, with both New York and Dela- 
ware corporations functioning. Even- 
tually it is planned to make the Delaware 
organization the holding company, and 
the New York one the operating con- 
cern. 


464 


Reeves Sees Sales 
Abroad on Increase 


Says That 1925 Will Be Better 
Year—Cooperation with 
Dealers Essential 





(Continued from page 461) 


England has 433,000 cars registered, 
but there are more motorcycles than 
automobiles, which shows that the man 
of moderate means has not yet come 
into the motor car market. English mak- 
ers produce about 70,000 cars and trucks 
a year, and there are about 12,000 deal- 
ers in Great Britain, an average of less 
than six vehicles to a dealer. 

Speaking of the different countries, 
Mr. Reeves said: 

The English car is a good one. There are 
about 160 different makes to select from 
and only American products of high merit, 
with big dollar value, can expect big recogni- 
tion. The car makers of England have done 
better than we have in standardizing on 
four sizes of balloon tires, whereas we are 
handling a score or more of them. 


Cars Wanted in Germany 


Germany wants our cars and wants them 
badly. There are 1900 dealers there of which 
150 handle American cars. Their dealer 
organization is strong and doing effective 
work of a kind which we probably could not 
do here because of our laws of price fixing 
and restraint of trade. American cars have 
been going into Germany under a permit and 
are in great demand. Dealers who handle 
American cars there are advocating a change 
in duties. At present duty is exacted ac- 
cording to weight which means that some 
of our low priced cars pay fees amounting 
to 86 per cent of their value, while the high 
priced cars pay a duty of only 12 per cent 
of their value. 

Because of general conditions in exchange 
it has been quite difficult for Americans to 
sell cars in France. There is a duty of 45 
per cent and on this we have to add a 10 
per cent luxury tax and 1.3 per cent turn- 
over tax. Gasoline is high and exchange 
has been running 18 to 20 francs to the 
dollar, so that one of our good American 
cars sells at 100,000 francs, which in normal 
times would mean $20,000. 

Citroen and Renault are the biggest man- 
ufacturers in France, Citroen especially. 
The latter is a progressive of the American 
type, conducting his factory on American 
methods and working in close contact with 
American suppliers of economical machinery. 
The day I was there he turned out 227 cars, 
a record production for him. 

The French have many problems to work 
out, particularly as to their currency, but 
with the payment of reparations and similar 
changes, the adjustment should be rapid. 
Just now most of their industries are doing 
an excellent business, because with the low 
currency their export trade is good. 


Good Field in Belgium 


Belgium is a good field, Mr. Reeves 
thinks, more than 7000 American cars 
having gone into that country last year. 
The American product is well liked, and 
the dealers handling American cars are 
very generally of an energetic type who 
appreciate the products they are offered. 


There are more than 80,000 cars in the 
country, with registration fees of about 
$40 a year for small cars. 

Holland has 30,000 cars and American 
makes are growing in popularity. Car 
imports increased more than 40 per cent 
in the first six months of this year. 
Switzerland does business with every- 
one, and American and German cars seem 
to be most popular. 

“In general,” concluded Mr. Reeves, 
“it may be stated that selling motor cars 
in Europe is not unlike selling them here. 
You must have a meritorious product at 
a proper price. You require service sta- 
tions where repair parts can be obtained 
readily, and where car stocks are avail- 
able at short time. You have to provide 
proper financing for dealers who wish to 
sell on time payments, which practice 
is increasing, and if you have a branch 
you must have the same high type of a 
manager you have in this country. 





MEN OF THE INDUSTRY 








Dunlop Officials Sail for Home 


H. C. Young and G. Sullivan, the for- 
mer general works manager of the Dun- 
lop Rubber Co., Ltd., of England, and 
the latter an executive of the Societe 
des Pneumatiques Dunlop of France, 
have sailed for England after three weeks 
in this country, making a general survey 
of prices and conditions as guests of 
the Dunlop Tire & Rubber Corp. of Buf- 
falo. 


Rowe Distributes Transmissions 


W. L. Rowe, recently associated with 
Durant Motors, Inc., has organized the 
Twin-High Sales Corp., to act as distrib- 
utor for the new Twin transmission for 
Ford cars in Pennsylvania, Maryland, 
Delaware, part of New Jersey and Con- 
necticut and the metropolitan district. 
Mr. Rowe is located in the Fisk Build- 
ing, New York City. 


W. M. Gray Forms Sales Company 


William M. Gray, well known in Cana- 
dian automobile manufacturing circles, 
has organized Colonial Traders, Ltd., at 
Chatham, Ont., a Dominion sales cor- 
poration, featuring automotive equip- 
ment and accessories. 


O’Hara Represents McKinnon Chain 


J. J. O'Hara has been placed in charge 
of Dreadnaught tire chain sales for the 
automotive division of the Columbus Mc- 
Kinnon Chain Co. in Ohio, Michigan, 
Kentucky, Tennessee, Arkansas, Missis- 
sippi and Erie and Oil City, Pa. 





CANADIAN FORD BUSINESS 


FORD, ONT., Sept. 2—Closed car busi- 
ness in the fiscal year just closed by Ford 
Motor Co. of Canada, Ltd., showed a 
large increase over the former year, ac- 
cording to a company statement. The 
coupe sales increased 35 per cent, and 
the two sedan models increased 118 per 


s 
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Mooney Optimistic 
After Foreign Trip 
Predicts That Reparations Settle. 


ment Will Stimulate Auto- 
mobile Use 





NEW YORK, Sept. 2.—Predicting that 
the economic stabilization and improve. 
ment following the reparations settle. 
ment throughout Europe wil! largely 
stimulate automobile use, James D, 
Mooney, vice-president of the General 
Motors Corp. in charge of export, has 
returned to the company’s headquarters 
here after a two months’ trip to England, 
This improvement, which is already evi- 
dencing itself, will be felt over a long 
period and will react favorably upon 
motor sales in all sections of the Conti- 
nent, not alone in the western and north- 
ern, but also in the eastern and southern 
countries. 

Mr. Mooney said: 


Cars Universally Desired 


There is plainly evident a growing feeling 
that motor vehicie use should be extended 
and, since everyone in Europe wants to own 
an automobile now, the business in general 
is certain to go forward. The settlements 
growing out of the London conference 
express the natural desire of the people of 
every country for peace—lessening of the 
animosity between the various countries is 
particularly noticeable. 

The results of such a change in sentiment, 
over a period of time, expressed in commer- 
cial terms, will be more widespread pros- 


perity. Increased motor sales go hand in 
hand with such a development and, while 
we know thoroughly the handicaps to any 


great extension of sales in Europe, we feel 
thac the trend will be certainly upward. 


Mr. Mooney, in discussing the recent 
removal of motor car duties in England, 
repeated his previous belief that radical 
sales enlargement in that country was 
not to be expected. While his opinion 
is that business will be larger, he feels 
that in many quarters exaggerated ex- 
pectations have painted too glowing a 
picture. The G. M. C. lines were reduced 
in price in Great Britain as much as pos- 
sible and further reductions are not to 
be expected. The only possibility of such 
reductions would be through the working 
out of more economical methods of dis- 
tribution and sales. 


Policy of Closed Territories 


The G. M. C. policy of closed terri- 
tories, just put into effect in Great 
Britain, is being worked out and, Mr. 
Mooney stated, should prevail because of 
the fundamental soundness of such plans. 
England, incidentally, is one of the few 
territories in which the open policy of 
sales is general and the change being 
sought by G. M. C. is attracting much 
interest in the industry in general. 

Mr. Mooney was one of the speakers 
before the International Advertising 
Convention held in London in July, his 
address being devoted to the subject of 
“International Cooperation in Trade.” 
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Technical Features 
Interest Canadians 


———— 


Take First Place in Talks Carried 
on at Annual Exhibit in 


Toronto 





TORONTO, ONT., Sept. 2—The annual 
motor exhibit in connection with the 
Canadian National Exposition, now run- 
ning for two weeks in this city, is at- 
tracting as much interest as in other 
years, if not more, and the special build- 
ing in which 34 distributors are exhibit- 
ing 48 different makes of cars is filled 
from morning until night with visitors. 
No separate admission is charged, the 
building being open to the general public 
within the fair grounds. 

The exhibit represents all the large 
manufacturers in Canada and the United 
States. Only one European car is dis- 
played, the Vauxhall. An unusual num- 
yer of stripped chassis are shown as 
compared with former years. Working 
units, such as transmissions and engines, 
also attract attention. 


Trucks and Accessories Shown 


The exhibit of motor trucks and acces- 
sories is in another building in a remote 
portion of the grounds. Eighteen differ- 
ent makes of trucks are shown and there 
are 120 different accessory booths. 

This is the first Canadian exhibition 
in which balloon tires, straight-eight 
engines and four-wheel brakes have been 
shown, although vehicles of this design 
have been on sale in Canada during the 
last 10 months. Balloon tires are gener- 
ally taken for granted. There is very 
little inquiry so far as four-wheel brakes 
are concerned, which might indicate that 
the public has practically agreed to ac- 
cept them. 

The show can scarcely be taken as a 
very definite criterion of future business, 
although it is attended by people from 
all the provinces of Canada, and this 
year by tens of thousands of Americans. 
It cannot be classified as a great retail 
show for Toronto and vicinity, as it 
comes at the wrong season of the year. 
It is not a great gathering ground for 
distributors and dealers, as they are not 
required to register at the show and very 
little effort is made to get dealers to- 
gether at any general meetings. 


Few Distributor Meetings 


One or two of the largest concerns 
have meetings of their distributors, but 
they are the exception to the rule. Not- 
withstanding this situation, the show is a 
great advertising factor and the new 
Models are studied carefully and local 
distributors compile very considerable 
lists of what should prove good pros- 
pects, 

Little if any indication can be had 
from the show regarding the possibilities 
of sales during the next few months. The 
pulse of the public can be fairly well 
gaged and one notable feature this year 
's an increased interest in the technical 


character of the automobile. The closed 
car, having taken an accepted position 
in the selling field, no longer can be con- 
sidered a special center of interest, and 
it is the technical feature of the car 
that forms the major discussion between 
salesmen and show visitors. 

‘Colin A. Campbell, president of the 
Toronto Automobile Trade Association 
and manager of the Metropolitan Motors, 
Ltd., states that Toronto distributors 
have been more conservative in taking 
used cars this year than ever before, with 
the result that stocks of used cars are 
not embarrassing to any of the distrib- 
utors at present. Approximately 50 per 
cent of new car sales include a used car 
in the transaction. 

Mr. Campbell says that the general 
sale of motor cars in Ontario and in 
practically all parts of Canada has fallen 
off during the last few months much in 
proportion as the curve of general busi- 
ness has fallen. Ontario is harvesting 
the greatest crop of many years, but 
owing to the harvest being approxi- 
mately two weeks late, due to weather 
conditions, little, if any, reflection of this 
agricultural condition can be obtained at 
the exposition. 





New Company Organized 
for Mercer Production 


TRENTON, N. J., Sept. 4—Mercer will 
be back on the market within a short 
time and will be displayed at the national 
shows, according to an announcement 
made following the incorporation this 
week of the Mercer Motor Car Co., which 
has taken over the plant of the old Mer- 
cer Motors Co. 

Back of the new concern are William 
E. T. McDevitt and Frank Curran, who 
compose the firm of the Curran-McDevitt 
Motor Co. of Philadelphia, which sold 
Mercer cars for years. The Philadel- 
phians some time ago bought the unin- 
cumbered Mercer assets from the trustee 
and also took over the plant. Mr. Mc- 
Devitt is one of the incorporators of the 
new company, along with J. L. Kuser, 
Jr., of Trenton, and C. DeF. Besore. 





Two Creditors Petition 


for Haynes Receivership 


INDIANAPOLIS, Sept. 3—A petition 
filed in the Federal Court by the Chi- 
cago Tool & Kit Manufacturing Co. and 
H. Merrifield of Chicago asks for the 
appointment of a receiver for the Haynes 
Automobile Co. of Kokomo. 

The assertion is made that the Haynes 
company has an indebtedness of $4,602,- 
000 and assets of $2,602,000, and it is 
alleged that it has been operating at a 
monthly loss of $60,000 since Jan. 1 last. 





Taxes Collected in July 


Declined from Year Ago 


WASHINGTON, Sept. 3—Taxes col- 
lected from the automotive industry for 
July, the first month in which the new 
tax schedule was in effect, show a dro» 
from $18,126,317 a year ago to $11,473,- 
419. 
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Resta Meets Death 
When Car Overturns 


Indianapolis Race Winner Was 
Making Record Trials on 
Brooklands Speedway 





NEW YORK, Sept. 3—Dario Resta, 
internationally famous as a race driver, 
was killed on Brooklands speedway today, 
according to cable advices from London. 
Resta, driving a Sunbeam, was engaged 
in record trials when his car overturned 
and caught fire. 

Following so closely the accident on 
the Altoona speedway in this country 
Labor Day, in which Joe Boyer met his 
death, followers of motor sport were 
greatly shocked by two fatalities in 48 
hours, each of which claimed as its victim 
a man who had won the annual 500-mile 
race at Indianapolis. 


Won Race in 1916 


Resta won in 1916, and Boyer cap- 
tured the honors this year through pilot- 
ing Comer’s Duesenberg to victory after 
his own car had gone to the pits. Of 
the others to achieve fame in the Hoosier 
classic, Gaston ‘Chevrolet and Howdy 
Wilcox met fates similar to Resta’s and 
Boyer’s, leaving as surviving winners 
Ray Harroun, Joe Dawson, Jules Goux, 
Rene Thomas, Ralph De Palma, Tommy 
Milton and Jimmy Murphy. 

Resta came to America in 1915 after 
having made a name for himself as a 
race driver in England and France. His 
first appearance on this side was at the 
Panama-Pacific Exposition at San Fran- 
cisco, where he gained instant fame by 
winning both the Vanderbilt Cup and the 
American Grand Prix, piloting a Peugeot. 

He followed this up with a most suc- 
cessful speedway campaign, which in- 
cluded finishing second to De Palma in 
the Indianapolis race of that year, a 
speed battle that has gone down into 
history. 

Resta went the rest of the season in 
brilliant style, winning not only the open- 
ing event on the new Chicago speedway, 
a 500-mile race, but also capturing two 
special invitation 100-mile races, in which 
he defeated all the topnotchers, includ- 
ing De Palma, Rickenbacker, Burman, 
Mulford, Cooper, Oldfield and Aitken. 


Awarded Championship Title 


Even greater honors came the follow- 
ing year, 1916, when Resta not only won 
the 500-mile sweepstakes at Indianapolis, 
but went through the season with such 
great success that at the end he had 
captured the title of champion driver, 
awarded by the American Automobile 
Association for the first time. 

Soon after this Resta quit the racing 
path to become representative of the 
English Sunbeam in this country, with 
headquarters in New York. The lure 
of racing was too strong for him, how- 
ever, and last fall he returned to Eng- 
land to rejoin the Sunbeam racing team. 
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Retail Tire Prices 
Reach Lowest Point 


Company in Akron Estimates 
What Motorist Pays—Better 
Service Being Given 


AKRON, Sept. 3—Automobile tires 
are selling for less actual money and 
giving much greater service now than 
at any time in the history of the auto- 
motive industry, according to compara- 
tive figures available at the offices of one 
of the leading rubber companies in the 
Akron district. 

Since the manufacturers do not fix 
the retail price of tires as was customary 
until about a year ago, it is impossible 
to obtain with the same degree of ac- 
curacy the figures which the motorist 
pays for his tires, but average prices 
obtained by the company indicate that 
new low levels have been established. 

The 33 x 4 cord tire which can now be 
bought for an average of approximately 
$16.25 sold in 1922 for $33.90, in 1920 
for $29.35 and in 1918 reached a high 
mark of $39.25. 


7000 Miles Limit of Guarantee 


When the 1918 figure was reached, 
however, the same tire was not guaran- 
teed to give more than 7000 miles of 
service. At that time also the tire 
occupying the same class of the present 
cord tire was a fabric tire for the most 
part. It was the era before the wide 
use of cord tires. 

The 30 x 3% tire which can be bought 
now for an average of $9.85 sold for 
$15.50 in 1922 and reached a high mark 
of $23.50 during 1918. In this case also 
the high mark price represents a fabric 
rather than a cord tire since it was only 
comparatively recently that cords were 
made in small sizes. 

But the cord and the fabric have to 
be considered together, according to the 
officials of the company, since the figures 
represent the mileage received by the 
motorist for his money, whether in cords 
or fabrics. Therefore the 1924 and 1918 
figures represent tires in the same class 
as far as the motorist is concerned al- 
though one is a cord and the other a 
fabric. 

Much the same holds true in the 34 x 
5 size. Present average as far as can 
be determined is about $30.65 while in 
1918 this size reached a high mark of 
$65.35. ; 


Dealers’ Prices Vary 


Different dealers’ figures in various 
parts of the country and in some in- 
stances within the same community are 
at variance according to the business 
and sales ability of the dealer. 

The following table compares the price 
of three sizes of tires over a period of 
fourteen years. As the predominating 
style went from fabric to cord tires the 
table goes to the predominating material: 





33x4 30x32 34x5 
Present .......-. $16.25 $ 9.85 $30.75 
1923 (Jan. 1)... 33.90 14.10 54.35 
ee pebiecksc a 26.80 15.50 44.60 
1919 nw nececccves 33.35 17.61 55.55 
OE ee 39.35 23.50 65.35 
i ee ee 29.50 17.95 49.95 
si, a eee 25.65 15.60 43.45 
tas Se CLE. 23.30 14.20 39.50 
i EE 33.05 22.10 55.50 
i eee TT 50.20 33.90 82.70 





FINANCIAL NOTES 








Chandler Motor Car Co. showed net profits 
of $852,375 after Federal taxes for the first 
half of the year. This is equivalent to $3.04 
a share on the 280,000 shares of no par 
capital stock outstanding. Gross profit from 
sales amounted to $1,976,207 and total in- 
come was $1,986,689. The consolidated bal- 
ance sheet reported current assets of $4,470,- 
751 and current liabilities of $2,483,660, 
leaving net working capital of $1,987,101, 
compared with $1,814,380 the first of the 
year. Cash was $792,278 compared with 
$695,351 and inventories totaled $3,387,390, 
against $3,323,107. 

Lavine Gear Co., Milwaukee, has amended 
its corporate articles, indicating an increase 
in authorized capitalization to $1,000,000. 
The increase is made to accommodate the 
growth of the business and production. 

Pierce-Arrow Motor Car Co. has declared 
the regular quarterly dividend of $2 on prior 
preference stock, payable Oct. 1 to stock 
of record Sept. 15. 

Motor Wheel Corp. has declared the regu- 
lar quarterly dividend of 2 per cent on the 
common, payable Sept. 20 to stock of rec- 
ord Sept. 10. 

Federal Motor Truck Co. has declared the 
regular quarterly dividend of 3 per cent, 
payable Oct. 1 to stock of record Sept. 20. 


Paige-Jewett Dealers 
Have Minimum Stocks 


DETROIT, Sept. 2—Stock records of 
new cars in the hands of Paige and 
Jewett dealers show an average of two 
and one-half Jewett and three-quarter 
Paige cars per dealer, according to a 
statement by H. M. Jewett, president of 
the Paige-Detroit Motor Car Co. This 
average includes cars on salesroom floor 
and demonstrators. 

A full line of models in each dealer’s 
hands would include seven Jewetts and 
seven Paiges. 

The Paige-Detroit Motor Car Co. has no 
cars in storage, having only the normal day 
to day supply to meet shipping require- 
ments. During the month of July stocks in 
dealers’ hands were decreased 2400 new cars, 
300 of which were Paige and 2100 Jewett. 

This means that Paige and Jewett dealers 
sold during the month 2400 more new cars 
than were shipped from the factory. The 
present stock of cars per dealer is as low as 
the company has ever had under normal 
circumstances. 

Our records, obtained from dealer reports, 
also show less capital tied up in used cars 
than at the same period last year. There is 
every indication that the automobile indus- 
try and the Paige-Detroit Motor Car Co. will 
enjoy a larger volume of business this fal! 
than during the same period of any other 
year. 
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Boyer Fatally Hurt 
in Labor Day Race 
Fails to Sutiine Opéeetion Re. 


sorted to After Crash on 
Altoona Speedway 





ALTOONA, PA., Sept. 1—Joe Boyer, 
Jr., of Detroit, son of the president of 
the Burroughs Adding Machine Co. and 
dual winner with Corum of the last Ip. 
dianapolis race, is dead following a crash 
in the third annual 250-mile race, held 
today on the local speedway. This race 
was won by Jimmy Murphy in a Miller 
Special. 

Boyer, a half mile vehind and with the 
finish in sight, was making a desperate 
fight to close the gap between him and 
Murphy. He crashed into the guard rail 
at the top of the bowl and was picked 
up with both legs crushed. At the hos- 
pital both legs were amputated and there 
were two blood transfusions, but Boyer 
could not survive the operation, dying 
at midnight. 

The race itself was sensational, with 
drivers bunched in every lap, five or six 
being continually fighting for a top 
place. Murphy, winner at Altoona, June 
14, and at Kansas City, was the only 
driver to finish the 200 laps or 250 miles. 

Starter Fred J. Wagner flagged all 
remaining cars on the track when Boyer 
crashed into the 45-degree raised curve 
just entering the home stretch. The car 
hung on the rim of the bowl and grad- 
ually working down the incline. 


Milton Finishes Second 


Tommy Milton finished second, having 
completed 199 laps, with Fred Comer, in 
a Durant, third, completing 198 laps. 
Seven of the drivers to finish completed 
over 190 laps. 

Boyer at the time of his accident was 
in the 191st lap, being less than a 
half mile behind Murphy. He was hit- 
ting up laps at 125 m.p.h. to overtake 
the leader, who had a full lap advantage 
from the 150th lap to the finish. His 
car skidded on the turn, and the rear 
end crashed into the fence at the top of 
the rim, tearing away a half dozen 10 x 
12 posts. 

Mourre, three laps before, skidded on 
the same turn and his car did a nose- 


dive straight to the bottom of the rim, . 


hitting the soft dirt. A rear tire blew, 
but the driver kept on to the pits. He 
was in third place at the time. 

The race resulted: 


Jimmy Murphy, Miller, Time—2 hours, 11 
minutes, 58 2/5 seconds. 

Tommy Milton, Miller, 199 laps. 

Fred Comer, Durant, 198 laps. 

Fred Shafer, Duesenberg, 197 laps. 

Earl Cooper, Studebaker, 197 laps. 

Antoine Mourre, Mourre Special, 193 !aps- 

Joe Boyer, Duesenberg, 190 laps. 

Raymond L. Cairens, Ira Vail Special, 1% 
laps. 

Robert McDonough, Miller, 184 laps. 

Harry Hartz, Durant, 177 laps. 

Unfinished Harlan, Fengler, Durant, 17? 
laps. 
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SALES CONDITIONS 








(Conditions in other cities on pages 458 
and 459) 





Seattle 


SEATTLE, Sept. 2—Automobile deal- 
ers are heartened by the pickup in the 
jumber industry which is responsible for 
65 per cent of the industrial employment 
of western Oregon and western Wash- 
ington. Inquiries from agricultural 
regions also are considerably stronger. 
Conservative dealers think that the next 
9) days will be better than they antici- 
pated two months ago. 

The used car market is not as sluggish 
as it was a month ago. Some of the 
standard make cars sold well the last 
month. Dealers find some potential cus- 
tomers anticipate lower prices, but this is 
not a vital factor. Dealers, however, can 
be expected to keep their stocks low and 
the end of the year will find them with 
little to carry over. 


Denver 


DENVER, Sept. 2—While lacking last 
year’s flattering outlook, fall business 
promises a satisfactory volume. The 
improvement of June and July continued 
during August and is predicted for Sep- 
tember. Building and agriculture are 
prosperous, consequently the’ outlook for 
rural and city demand is good. 

Dealers are carrying moderate stocks, 
but these are being enlarged to meet the 
best business of year, which is antici- 
pated during the next two months. Used 
cars are plentiful as usual at the close 
of the tourist season, because many pur- 
chasers who bought for mountain vaca- 
tions have turned in.their cars for resale. 
Demand for used cars, which also is at 
the peak during the tourist season, has 
declined normally. 


Indianapolis 


INDIANAPOLIS, Sept. 2—Better busi- 
ness during September and fall months 
is predicted by practically all distrib- 
utors here in reporting a strong increase 
In wholesale demand during last half 
of August. 

City business has been nothing to 
boast of during August, which here is 
the main vacation month, but, on the 
other hand, a number of dealers report 
more used car sales during August than 
during the earlier month. 


Birmingham 


BIRMINGHAM, ALA., Sept. 2—Deal- 
‘rs in Birmingham and throughout the 
State of Alabama are optimistic over the 
outlook for a good fall business. 

Industrial conditions in Birmingham 
and the great manufacturing territory of 
North Alabama have been rather in a 
slump since the spring of the year and 
while some activity is shown, increases in 
operation to date are not impressive. 

Up until the first part of August the 
‘tops of Alabama looked good. Since 


then a drought has prevailed practically 
over the entire State and it is-now esti- 
mated that the cotton crop will not ex- 
ceed 800,000 bales. 

The stocks of cars held by the dealers 
are not as heavy as they were this time 
last year. 


Los Angeles 


LOS ANGELES, Sept. 2—August 
showed very little if any improvement 
over July in southern California in re- 
spect to sales. More inquiries were re- 
ported and the number of prospective 
purchasers seems to be increasing. The 
ratio of loss in automotive sales as com- 
pared with August last year approxi- 
mated 25 per cent. 

One of the surprises of the summer 
selling season is that some of the oldest 
and best known makes of cars are not 
keeping pace with the newer products 
in sales volume. Representatives of these 
cars say they are unable to account for 
the situation except on the basis of price 
and innovations in construction offered 
by the newer lines which their cars do 
not have. The demand for four-wheel 
brakes and balloon tire equipment is very 
pronounced and it is reported that dealers 
representing cars without these features 
or those which furnish them at extra cost 
only are being handicapped. 


Baltimore 


BALTIMORE, Sept 2—During the lat- 
ter part of August there was a notice- 
able increase in the demand for new cars. 
That the good business will continue 
seems to be the opinion of many engaged 
in the trade. 

Although the 1924 stocks have been 
greatly reduced there are still some cars 
left. This condition is reported some- 
what “spotty,” with some dealers in an 
excellent position to handle the 1925 out- 
put. 

(Until recently most of the dealers’ 
used car stocks were in unusually good 
condition, but according to more recent 
reports there are some dealers who are 
pretty well loaded up again. 





INDUSTRIAL NOTES 





Studebaker Corp. has opened its new 
foundry for gray iron castings at South 
Bend. The building is 680 x 720 and has 
capacity for the production of all castings 
necessary for 1000 cars a day. It has a 
total area exceeding 13 acres with actual 
working space of 10% acres. 

Duco Service of Janesville, Wis., has been 
established in the large building formerly 
the home of the Janesville Machine Co., and 
later Plant No. 2 of the Samson Tractor 
Co., which was liquidated and its buildings 
turned over to the Chevrolet and Fisher 
body organizations. 


Otto E. Szekely Co., Moline, Ill., has taken 
over the automobile accessory line manufac- 
tured by the Brinck Manufacturing Co. 
Production has started and orders filed with 
the Brinck company are to be filled from 
the Szekely production. 





METAL MARKETS 











Steel producers confidently expect that 
September will usher in a marked rise in 
the demand, and it appears to be reason- 
ably certain that to some extent their ex- 
pectations will be fulfilled. Prices have 
been modified about as much as prevailing 
production costs permit. In fact, in some 
of the heavy steel products lately prevail- 
ing prices were obviously under the cost of 
production. Reading between the lines of 
an informal resumé of conditions given to 
the press the other day by Judge E. H. 
Gary, it is obvious that the leading steel 
producing interest would oppose overeager- 
ness on the part of smaller producers to 
translate a seasonably normal expansion in 
the demand and rate of operations into 
higher price levels. 


Concessions, which though narrower, are 
still noted in some lines, will, of course, 
disappear as soon as order books again 
show a fairly healthy appearance, but Judge 
Gary’s observation that he ‘‘would rather 
see a slow, steady and persistent growth 
in business than a rapid progress that 
might result in a sudden material reaction 
at any time” can only be interpreted to 
mean that the corporation’s policy will be 
to keep prices on as even a keel as pos- 
sible. 


So far the fact that this is a presidential 
electoin year has been absolutely ignored 
in the steel industry. With the campaign 
proper only getting under headway now, 
there is no telling what the next two 
months may bring forth, but so far all signs 
point to the steel market and the steel in- 
dustry being completely ‘‘taken out of poli- 
tics.”” Automotive requirements continue to 
be an important feature of the demand, 
although much is now being made of rail- 
road buying, long in abeyance. Full finished 
automobile sheets are firm at 4.75c., Pitts- 
burgh base. Pittsburgh mills report larger 
inquiries from passenger motor car build- 
ers for strip steel. Non-integrated Mahon- 
ing Valley sheet rollers have covered their 
nearby requirements of sheet bars at $37.50. 


Pig ltron.—The foundry iron market is 
generally on a $19.50 basis, malleable being 
held at about the same level. Automotive 
foundries are buying mostly in carload lots. 
A $5 per ton advance announced in the price 
of ferromanganese by a leading producer 
has been loudly acclaimed as en indication 
of much brighter conditions in the ferro- 
alloy market. 


Aluminum.—About 4000 bbls. of aluminum 
ingots arrived last week on the SS. “Ide- 
fjord’ from Bergen, Norway, half of it 
consigned to the American selling agent of 
the leading British producer and one-quar- 
ter to the domestic producer. The market 
is unchanged. The American producer is 
apprehensive of increased German compe- 
tition in the rolled and drawn products 
field, and the wide disparity of German and 
American wage scales and standards of liv- 
ing is being cited as argument for further 
tariff protection. Apparently the possibility 
of increased foreign competition is one of 
the principal reasons for prices remaining 
where they are. 

Copper.—While adoption of the Dawes 
plan by the Germans and the virtual rati- 
fication of the pact has broadened the ex- 
port possibilities for American copper, this 
constructive factor was discounted long ago. 
Domestic consumers are buying for October 
requirements. 






























































SHOWS 


Automobile Salon. 


Calendar 


FOREIGN SHOWS 
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Automotive Industries. 





“Reasonable” Stocks 


Favored for Dealers 


(Continued from page 463) 


months each year, nevertheless, they 
maintain, there is and always will be an 
accelerated market in the spring owing 
to the carrying over of old cars through 
the exposure of winter months. There 
is yet too much pride of ownership te 
wish to drive new cars in winter weatner 
and over winter roads. 

To compensate somewhat for the 
carrying of stocks during the winter 
months, some of the factories will reduce 
their dealer stock requirements during 
the months from July to November. In 
this period stocks will be permitted to 
drop to almost as low points as dealers 
desire, as long, however, as they have 
enough cars to meet requirements of 
their market over a reasonable period. 
This would split up the burden of carry- 
ing stocks during the winter and still 
keep dealers from any possibility of los- 
ing sales through inability to get cars, 
as the factories working on good sched- 
ules would be in position to ship cars 
quickly. 


Winter Stocking Necessary 


Without stocking in the winter many 
sales would be lost in the spring owing 
to the inability of factories to get into 
high production rapidly after being on 
very low schedules. Though retail sales 
in winter are higher than formerly, they 
alone are not high enough to permit of 
enough production to keep factory oper- 
ation high. Operating on a basis of 
winter sales only, factories would be un- 
able to get into high spring production 
quickly and dealers would suffer through 
inability to get deliveries. 

Much of the fault of overstocking is 
laid by factories to overestimation on 
the part of dealers of what they can sell. 





Despite efforts by factory executives to 
reduce these, there is still too much opti- 
mism indulged in, at least there was dur- 
ing the season just past. 

What factory officials would appre- 
ciate much more, is an exact estimate by 
dealers of what they can sell, operating 
at full capacity of their sales force’ and 
facilities generally. If the factory esti- 
mates that more cars than this can be 
placed in this territory, additional rep- 
resentation should be sought, instead of 
the dealer attempting to swing a greater 
business than his capitalization or his 
selling facilities will permit. 

Dealers should only estimate the num- 
ber of cars they can sell at a profit, and if 
the factory wants to ship more cars than 
this, let in additional representation. 
This is what many sales officials say 
they would do if they were dealers. 


Ralph de Palma Takes 
Three Events on Coast 


SAN JOSE, CAL., Sept. 2—Ralph de 
Palma drove to victory in three of the 
six events of the Labor Day dirt track 
races, held here by the Western Racing 
Association. He also won the W. R. A. 
silver trophy for the fastest single lap, 
28 3/5 seconds. Fifteen thousand people 
passed through the turnstiles. 

Adolph Gusti was seriously injured 
when his car threw a front wheel, and 
Harold Pimloct was slightly hurt when 
he lost control and crashed through the 
fence. 





MONARCH TRACTOR ASSIGNMENT 


BRADFORD, ONT., Sept. 2— The 
Monarch Tractor Co. has made an as- 
signment for the benefit of creditors. 


Liabilities are said to be approximately . 


$134,767 and assets about $110,000. 


More than $300 is owing to the city of 
Bradford in taxes. 


Shows Will Attract 
Dealer Crowd Early 


NEW YORK, Sept. 2—Decision on the 
part of the National Automobile Deal- 
ers Association to call its New York and 
Chicago show time meetings for the 
Mondays following the trade days in 
both cities will aid materially in the ef- 
forts of both the National Automobile 
Chamber of Commerce and the Motor 
and Accessory Manufacturers Associa- 
tion to make the national exhibitions the 
background for the biggest gatherings 
of members of the automotive industry 
that ever have taken place. 

The N. A. D. A. will hold a big district 
meeting and sales congress on Monday, 
Jan. 5, at New York, while at Chicago 
the same program will be repeated on 
Monday and Tuesday, the 26th and 27th. 
This will make practically three continu- 
ous trade days at New York and four 
at Chicago, insuring the early attendance 
of dealers at both shows. 


N.A.A.C. Directors Approve 
Cross License Agreement 


NEW YORK, Sept. 4—Directors of 
the National Automobile Chamber of 
Commerce, at their monthly meeting to- 
day, unanimously voted to recommend to 
the members the renewal of the cross- 
licensing of patents agreement which 
has been in force in the N. A. C. C. for 
many years. The Patents Committee 
will submit the new agreement at the 
members’ meeting in October. 

Indorsement of the trade days of the 
national shows was made in the adoption 
of a resolution calling on members ° 
the Chamber to send all of their pur 
chasing executives to both New York 
and Chicago for the two days set aside 
for the trade only. 
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